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EXECUTIVE STAIZ 
U.S. Pat. No. 2883094 


The Key 
To Profit Making 
Shirt Sales 


for MORE SALES and BIGGER PROFIT! 


- > TIME SAVERS’ SHIRT 


nm SERVICE SPECIALTIES TAKE 
m YOU FROM SHIRT POST 
Qik TO COMPLETE PACKAGE 
aly 5195 00 ...AT LOWEST POSSIBLE COST! 


The Biggest and Best Source for Complete Shirt Packaging! 


83.99 WAINUT ST, - TIME SAVERS, INC. Fees 
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HANDLE WITH CARE...BLEACH WITH HALOX 


Clean, really white shirts are customer-pleasers every time. And that’s what you get every 
time you use HaLtox®, Wyandotte’s completely safe organic dry bleach that removes more stains, 
even in high alkalinity. Its gradual chlorine release insures longer linen life; holds tensile strength 


loss to a minimum. For all the facts call your Wyandotte representative or distributor salesman. 


Wyandotte Chemicals 


YJ. B. FORD DIVISION 


WYANDOTTE, MICHIGAN * LOS NIETOS, CALIFORNIA * ATLANTA, GEORGIA 
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FROM CHEVROLET'S NEW WORLD OF WORTH! 


JOB-MATCHED CHEVROLET 
TRUCKS FOR ’62 


NEW POWER! NEW EYE APPEAL! CHEVIES FOR EVERY CHORE 


From Chevrolet’s broader-than-ever 1962 lineup of trucks for every kind of hauling job comes a full roster 
of better-than-ever light-duty models, specialists at trimming tough jobs down to size in short order. Here 
are new models and new power choices to meet a wider range of working needs, plus a trim new look for all 
conventional models that gives you safer seeing down the road! Now it’s easier than ever to get Chevrolet’s 
traditional thrift and dependability going for you, in the model tailor-made for your kind of job. There are 
work-loving pickups in a full range of sizes and weight ratings, in sleek Fleetside and handy Stepside styles, 
plus sensational Corvair 95 Rampside and Loadside models built to outwork anything in their class. In addi- 
tion, there’s the biggest choice ever of choice delivery models, including smart, fleet-stepping panels, high- 
capacity Step-Vans for every job up to 10,000 lbs. GVW, and the wonder-working Corvair 95 Corvan. For 
specialized requirements there are sturdy stake models and chassis-cabs in every size and weight class, round- 
ing out a selection sure to include a better way to do your job! Why not see your nearby Chevrolet dealer for 
full details on the model made for you, and start genes out right away how much better business can be. ... 
Chevrolet Division of General Motors, Detroit 2, Michigan. 


NEW EASY-VIEW STYLING — For 1962, all conventional JOB-TESTED CORVAIR 95’s -They’ve got a year of enthu- 


pickups, panels and Suburban Carryall models ride in with siastic acceptance behind them and they’re still the talk of 
trim new look-ahead lines, featuring a new hood design sloping light-duty trucking! Chevrolet’s sensational Corvair 95 models, 
lower at the front to let you see the ground as much as 81% in two pickup styles and the spacious Corvan, have set new 
feet closer. Safer, easier viewing results! Also, there’s a hand- standards for space and weight utilization in the half-ton field. 
some new grille, new custom exterior trim, and sparkling new With a roomy driver compartment up forward and the com- 
colors. Inside, too, things are looking better for the man at pact, perky 145 Six tucked under the load floor at the rear, 
the wheel, with new easy-to-live-with colors and tough good- the space between goes to work in a way conventional designs 
looking upholstery. can’t match. And, to top it off, this new way to work comes in 
as pretty a package as ever came down the pike! 





NEW STEP-VAN 7 —Here’s good news—211 cubic feet of it! 
—for light-duty delivery operators with high-bulk lading YOURS FOR THE ASKING ... FREE INFORMATION 


problems. And Chevrolet’s new Step-Van 7 is built to give 

your bulky loads a better ride, too, on the years-ahead Inde- ; 

: ia . ° hed sae ae, ‘s ee specifications on new 1962 Chevrolet trucks to match your job. Just check 

pendent Front Suspension chassis design that’s revolutionized ; : ane 
: k field. With the bi 4 High T what you would like, fill in your business address and mail to: Chevrolet 

> . ra £ ke > > FaQe yr y y > 797 r a 

the conve ntional truc K field. With t ie big-saving High Torque Motor Division, P.O. Box 7271, Detroit 2, Michigan 

235 Six under the engine box, there’s plenty of power to take 

your tightest schedules in stride, and a long list of better built 

body features adds up to easy work and extra-long working life. Please send: Name 





Use this convenient ordering coupon to get descriptive literature and 


1. Full-Line Brochure 


NEW HIGH TORQUE POWER—New wider power choice for 2. Corvair 95 Models. 


62 lets you match your job needs better than ever, in all 4 Pants t Delany Company 
conventional pickup, panel and Carryall models. There’s the Models 
standard-equipment 235 Six, cornerstone of the Chevrolet Address 
reputation for unbeatable operating economy, and the spirited, Suburban Carryalls. . 
ultra-efficient 283 V8 for premium payload punch. And now, ¥ City 
in addition, the heavy-duty 261 Six is available at nominal extra 

cost, offering an extra measure of stamina and durability to keep County 
on delivering in the roughest, toughest kind of duty. 


—— rh. Sa : 
“o—@ 


1962 CHEVROLET JOSNIASTER TRUCKS 
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GRAN 


it grows with the load 


* five-bar construction 
+ 7% |bs. per doz. 24x36 size 


From the widest selection ee 
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ultimate in bleach resistance 


¢ three-bar body; five-bar top 
¢ all 260 denier for bleach resistance 


ONLY GIBRALTAR NYLON NETS — lcci nities tmouenou 


. white, solid colors, colored tops, 
G i V E A L L T H E S E FE AT U R E S I ° eer eremen which overbleach nets 
e 


High-quality yarn and workmanship throughout al VSVIVssesss 
* All seams guaranteed never to open; sewn twice 

with bleach-resistant nylon thread 

Chrome-dyed colors: red, blue, green, gold, black, 

brown, violet, orange, white. Guaranteed never 

to fade or bleed 


All nets pre-shrunk and heat-set. 
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All Gibraltar nets are knitted, finished, dyed and sewn in our own plant 


GIBRALTAR 


FABRICS, INC. best in close-mesh nets 


254 — 36TH STREET, BROOKLYN 32, N. Y. ¢ two-bar, close-knit construction 
* 6% Ibs. per doz. 24x36 size 
e run-resistant 


Gibraltar products are sold by leading distributors everywhere * Granite top for fast, easy, permanent 


pinning 


OCT OS ER, 19°35 





new products and literature 


For further information or literature write the manufacturer on your business letterhead, mentioning THE LAUNDRY JOURNAL, 





CLEAN AND STEAM 
P SKIRT.25 DRESSES 


= 


AUTOMATIC DRYER 

The Westport II Model Dry- 
er, for coin-op use, features 
automatic Loadtrol which regu- 
lates the the basket 
according to the load. The dryer 
<9) 


from 9 to 5 


r.p.m. of 
handles loads 
pounds at speeds from 31 to 
10 r.p.m. Available in a range 
of colors, the unit is equipped 
with a self-adjusting drive belt 
tensioner which as said to main- 
tain constant tension for the life 
of the belt. 

Hoyt Manufacturing Corpora- 


tion, Westport, Mass. 


COIN-OP WATER 
SOFTENERS 
A new sott- 


laundries is 


series of water 


ener;rs for com-op 


designed for use where high 


flow rates and minimum pres- 


sure drops are absolutely es 


1 
models 


sential. There are four 


in the coin-op line with soften- 
ing capacities from 210,000 
600,000 


15 to 


grains to grains and 


flow rates of 150. gallons 


per minute 
8710 Sci- 


\linne apolis 


Turbomatic Inc., 
ence Center Dr., 
27, Minn 
SHUTOFF CARTRIDGE 

A Disposable Shutoff Cart- 
designed to fit the bass 
head on all 
D-125 


vacuum 


ridge 
of the 
Multi-Clean 


Premier 


vacuum 
Imperial 
and P1009 


cleaners, is designed to auto- 


matically shut off the vacuum’s 
suds 


level. 


According to the manufacturer, 


when water or 


pickup 
reach a predetermined 


the cartridge may also be used 
during dry pickup 

Multi-Clean 
2277 Ford Parkway, St. 


1, Minn. 


Products, Ince., 
Paul 


CHANGEABLE-COPY SIGNS 

This example of a change- 
able-copy sign used to advertise 
a “special” was photographed 
at Battiston’s Dry 
Weathersfield, Conn. The sign 
feet 7 29 


inches high, with plastic letters 


Cleaners, 


is 15 inches long, 
10 inches high. 

Wagner Sign Service, 
576 S. Hoyne Ave., Chicago 
12, Til. 


Inc., 


SELF-SERVICE SCALE 
help 
the 


a coin-op drycleaner, 


the 
proper 


Designed to cus- 


tomer determine 
load for 
the Aldecor scale, model GP-1, 
includes a waist-high basket in 
an upright stand. The scale’s 
face shows green section mark- 
ed “Satisfactory Load” 
“Overload.” Height is 
basket 20 


and a 
red for 
52. inches, inches 
deep. 

Ald, Inc., 7045 N. Western 
Ave., Chicago 45, Ill. 


DRYCLEANING 
UNIT IMPROVED 

An improved Master Jet dry- 
cleaning unit, equipped for fully 
automatic or manual operation, 
features Jetamation. This meth- 
od is said to eliminate conven- 
tional partition and center bear- 
ing so that loading as well as 
unloading is accomplished with- 
Other 
an individual motor for 
wash-and-extract, full 
ribs, aircraft-type brakes, War- 


out balancing. features 
include 
7-inch 
ner clutch, automatic solvent 
level control. 

Hoffman International Corp., 
107 Fourth Ave., New York 3, 


ae 


VERTICAL BOILERS 
and 10-hp. 
tact- 


shipped 


Eclipse 2 Oe 


gas-fired boilers are Tow 


ory - insulated and 
“packaged.” Five basic boiler 
assemblies feature all-welded 


steel shell 
come complete with steel-jacket- 


construction and 
ed insulation, gas burner, hood, 


valves, auxiliary combustion 
equipment, gauge, water glass, 
pop valve, pressure controls in 
position. 

Eclipse Boiler Division, Man- 
ufacturers Rd. & Compress Sts., 


Chattanooga 5, Tenn. 


DRYCLEANING AND 
WASHER UNITS 
The Duo-Wash Washer, a 20- 
pound-capacity coin-op wash- 
ing unit, is now available. Also 
being the 


Dry-Cleanomat, a coin-op dry- 


offered is Vamco 
cleaning unit, available in bat- 


teries of two units or more, 


easily expanded to eight units 


T 


H 


E 
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CUT PRODUCTION COSTS BY 
AUTOMATIC FLATWORK FOLDING 


Laundry operators are faced with rising labor costs in the next few 
years. Minimum wage legislation will have an effect on laundry wages 
since it will make it more difficult to obtain competent help at reason- 
able rates. Plant operators know they must reduce labor to a minimum 
in order to offset the higher rates that will be necessary to obtain 
competent help. 


One of the most profitable ways to reduce costs is Automatic Flatwork 
Folding. Thousands of plants are still folding large pieces by hand at 
the rear of their ironers. This usually requires three girls. The new 
Chicago Automatic Flatwork Folder is designed to operate with any 
flatwork ironer and requires only one girl to cross-fold at the rear of 
the machine. This is a single lane type machine designed for folding 
large pieces such as sheets. The Folder is priced at only $5,000 so it 
will frequently pay for itself in a year or year and a half. After it has 
paid for itself, it will continue to return a handsome profit to you in 
future years. 


In addition to actual reduction of labor costs, the Folder will increase 
ironer production, reduce personnel problems, increase padding life 
and improve quality. Approximately the same floor space is required 
for automatic or manual folding. 





You are already paying for 
an Automatic Folder in higher 
labor costs if you are folding 
manually. Why not have the 
Folder and cut your labor costs? 


CHICAGO 39, 








GROW with NID—join in OCTOBER! 
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COMMERCIAL 
‘LAUNDRIES 


FAMILY 
LAUNDRIES 


LINEN SUPPLY 
ad SL 


HOSPITALS 
HOTELS - MOTELS 
INSTITUTIONS 


od ai fey NeloRi eo] & 4-3, Miete] ay t,he 
2210 NORTH PULASKI ROAD 
ILLINOIS 


Contact your local machinery distributor 
today for full information or write direct 
to factory. Survey service available 
without obligation. Let us prove you 
can't afford to be without a Folder. 





with the same filter. Both the WATER SOFTENER HOT OIL HEATERS 
washer and the drycleaner are Weben water softener fea- Three new models of Vapor 
equipped with — stainless-steel tures both softener and brine Hi-R-Temp Hot Oil Heater are 
cylinders and heavy-duty roller tanks which are Glasti-Klad now available, a 7,000,000 
chain drives lined, manufacturer-guaranteed  B.t.u. per hour unit, a 13,000,- 
Arvan Products Inc., a for 10 years. The lining is said OOO B.t.u. unit and a 300,000 
wholly-owned — subsidiary of to protect like glass without B.t.u. unit. By means of heat 
Vameco, supplies Arvan Strof- cracking or breaking. The soft- transfer oils, high temperatures 
O-Matic filter with all) Dry- ener is completely factory as- to 600°F. are achieved without 
Cleanomat installations sembled and shipped mounted the accompanying high pres- 
Vameco (Vending Appliance on a base, requiring only water- sures associated with steam 
Manufacturing Corporation in, water-out and drain con- plants, the manufacturer states. 
333 Atlantic Ave., Brooklyn 1, nection for installation. The The units modulate automati- 
gravel filter has been eliminat- cally, require no water treat- 
ed, and the lifetime sottener ment and, it is claimed, elimi- SOLVENT PURIFIER 
mineral is permanently in place. nate problems due to freezing Darco Coin-Op Blend, an ac- 
Weben Industries, 16 Anson or corrosion. tivated carbon and filter pow- 
Rd., Dallas 35, Texas Vapor Heating Corporation, der, comes in a 2-pound pack- 
6420 W. Howard St., Chicago age, and physically removes 
AFTERCOOLER-CYLINDER 18, Ill. both soluble and insoluble. im- 
purities from coin-op dryclean 
with matching heads and tubes LINT REMOVER ing solvents. It is said to elimi 
can be vertically stacked to Lint-A-Way, a lint-remover nate the need for mixing carbon 
three sizes- filter aids and sweeteners 


4 new type of aftercooler 


match any compressor size. Ex- roller, comes in 
tubes can be added to in- #6 contains over 30 layers of 6 Atlas Chemical 
Inc., Wilmington 99, Del 


tra Industries, 


crease cooling capacity on all inch-wide lint-removing mate 

iftercoolers Le Roi manutac- rial, 30 feet on each roll; 23 

TOPPER BROCHURE tures in this series, Each tube over 60 layers of 3 inch-wide RADIO CIRCUIT BOOSTER 
A five-page brochure Bar- is 40 inches in length with an lint-removing material, 60 feet The new Raser—Range and 
iin Topper,” is now availa ver-all length of 48 inches for on each roll; and #C over 15 Sensitivity Extending Booste1 
ble. It describes several fea- the entire unit to conserve layers of 3 > inch-wide_ lint-re is said to improve the dis- 
space moving material, 15 feet on tance 
Pants Top Finisher Le Roi Division, Westing- each roll sets in cars up to 43. percent 
Forse Corporation, P. O. Box house Air Brake Company, Sid Rite Aids, 18 Brattle St., Other advantages claimed are 
ney, Ohio Cambridge 38, Mass Continued on page 52 


tures of the Forse Automatic covered by two-way radio 


639, Anderson, Ind 


“Best time | ever had at a laundry— they use 24-K Press Padding 


yy JOMEAC!" 


Golden 24-K on your bucks makes a big difference in the 
kind of work you can turn out... a sure way to build repeat 
business. Its loop pile gives extra absorbency, “imbeddabil- 
ity,” scorch resistance, and long life. Guaranteed to outlast 
double-faced flannel or your money back. Write today for 
the name of the 24-K distributor nearest you. Address 
Jomac Inc., Philadelphia 38, Pa., Dept. I. 


Regular Jomac “54” and “33” also available, if preferred 


NO 
BROKEN 
BUTTONS 


NO 
CROW’S-FEET 


: “Bucks never had it so good” OS: 


24-K PRESS PADDING 
by 


THE LAUNDRY JOVURNAL 





METSO SILICATE ALKALIES 


EASY-TO-USE METSO SILICATE ALKALIES 
FOR THE LAUNDRY INDUSTRY: 
sodium metasilicate, anhydrous 
sodium metasilicate, pentahydrate 
sodium sesquisilicate, hydrated 
sodium orthosilicate, concentrated 


130TH 
ANNIVERSARY 
16831-1961 


Trademarks Reg. U.S. Pat. Off. 


Add Metso on the wheel, dry or in solution. Either way, you get 
prompt thorough washing action. 

The reason . . . Metso soap builders are free-flowing, uniformly 
sized silicate alkalies, quickly soluble. Maximum soil removal is as- 
sured by high active alkalinity plus the detergency advantages of 
soluble silica. Loads are cleaner, brighter because Metso also pre- 
vents redeposition of removed soil. 

It’s easy to get Metso; available in all leading cities from coast- 
to-coast. 


PHILADELPHIA QUARTZ COMPANY 
1160 Public Ledger Building + Philadelphia 6, Pennsylvania 


manufacturers of 

Associates: Philadelphia Quartz Co. of Calif.; Berkeley & Los Angeles, 
Calif.; Tacoma, Wash.; National Silicates Ltd., Toronto & Valleyfield, Can. 
9 PLANTS ¢ DISTRIBUTORS IN OVER 85 CITIES IN THE U.S.A. & CANADA 


9 





ALLiep trade news 


IRVING W. BRANDWEIN JOHN HORVATH 


The Vending Appliance Manufacturing Corporation (Vamco) 
franchised distributors to 
Duo-Wash Commercial Wash- 


er, its newly introduced coin-op machines. Other distrib- 


has appointed 14 


Vameo Drv-Cleanomat and 


utors are being negotiated. 
Vamco, which specializes In COM-Op equipment, has ap- 

pointed Jack Fisher general manager of Arvan 

Vameo. Mi 


past 25 


Products, 
owned subsidiary of Fisher has 
with the 


Arvan produces a line of non-bridging filters, in combination 


Inc., a wholly 
been associated industry for the years. 
with a unique hydraulic reclamation system. 

Officials of Vamco are: Max Kowitt, president; John Hor 
vath, vice-president in charge of engineering and develop- 
ment; Jules Alexandre, vice-president in charge of sales; Gus 
Arvan, vice-president in charge of the Arvan Filter Division; 
and Irving W 


Brandwein, secretary-treasuret 

Clinton Corn Processing Company has named John Bierie 
assistant Western division sales manager, with headquarters 
in San Francisco. Mr. Bierie has served as district manager 


in Seattle, Wash., for the firm. O. K 


succeed him in the Seattle position 


Ozzie) Gordon will 


Boegel as New York dis- 


manager, 


Also appointed was Robert H 
trict 
primary products, at Clinton headquarters, and before that 
Atlantic States for Clinton. 


manage! He Was formerly assistant sales 


sales manager of Middle 


The Procter & Gamble Co. has announced plans for a 50 
its Winton Hill Technical Center in 


Cincinnati by the addition of two new buildings. The new 


percent expansion of 


units will have a total of 150,000 square feet of floor space 
which will house offices and laboratories. There will be no 
manufacturing at the center. Construction will begin late 


this fall toward a scheduled completion in early 1963. 


Crisp Products, Inc., has appointed 85 distributors to handle 
the nationwide distribution of Mimi, an aerosol spray-can 
sizing. Mimi is now being distributed throughout the 50 


states and Canada. 


10 


date for the 


JACK FISHER C. H. JOHNSON 


Water Refining Company, Inc., has named C, H. Johnson 
Miracle Water 


equipment. Mr. Johnson has been connected with the water 


sales manager for industrial - commercial 


treatment industry for many years including management 
He joined Water Re- 


posts sales with various large firms 
fining in 1960. 


SIDNEY BODELL DAVID MINDICH 


Pinnacle Products Corporation has appointed Sidney Bodell 
vice-president. Associated with the firm since 1959, Mr. 
Bodell is a veteran of 25 vears experience in the industry, 
and has had experience in almost every phase. 

Pinnacle also appointed David Mindich regional sales 
manager of New York, New Jersey and Connecticut. Mr. 
Mindich has been associated with Pinnacle since 1953 as a 
salesman. He has had a wealth of experience in the industry, 
coming from a family that has been connected with the dry- 


cleaning and laundry fields for three generations. 


Divco Truck Division of Divco-Wayne Corporation has ap- 
pointed Mid-Atlantic Warehousing, Inc., its export agent in 
63 countries. The representatives’ firm has principal offices 
in New Jersey. 

Continued on page 62 
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SPEED UP FOR BIGGER PROFITS 
With A SAGER SPREADER 


Cut Out Hand Shaking Sheets 


That “Wonderful Feelin’ ” and 
“Truth is strang- By Poke Cut Your Flatwork Labor Costs 


er than fiction.” 
How many 
pieces of equip- 
ment do you 
have in your = e 

lant, thet pala More Sheets with Fewer Operators 

for themselves With a SAGER Spreader, one girl does the work of two or more hand 
within a year? } shakers and does it easier and faster. With a SAGER “B,” you can handle 
Not many, | can ; up to 3,000 sheets and spreads per day. Above that quantity, you probably 
safely answer > need a SAGER “A.” 

you. Yet, hardly wy a. pocock 

a month passes 

that some thougtful purchaser of 
a SAGER spreader doesn't report 
to me that his spreader has paid 
for itself, in labor saved alone, 
not to speak of faster and bigger 
production, in less time than 
that. A recent installation of a 
SAGER “A” Spreader in a plant 
ahead of a 6 roll ironer is a typi- 
cal illustration of this quick re- 
turn of total investment in a 
SAGER. First, it required less 
than half a day to change meth- 
ods of sorting and shaking to 
this better method which imme- 
diately resulted in a saving of 


two girls at $1.00 per hour each, 
a net saving of $16 per day. This View of Sager B Spreader. Handles 1,200 to 3,000 sheets and spreads per day 





means the machine will have R re L b T 

paid for itself at the end of 225 eauces Lapor urnover 
days! Besides this, the increased No more back-breaking lifting and nerve-wracking hand work. Your 
SAGER operators like their jobs and stay on them. You know what this 
means to your social security accounting, as well as to general efficiency 


production exceeds the manage- 
ment’s expectations. 
In this plant, 5 girls were being em W ° F F il F 
ployed to SORT and SHAKE-OUT sheets rite or u acts 
for the ironer’s feeders. All the goods If yours is a laundry handling 1,200 or more sheets and spreads per day, 


ae ge and scotia she you can’t afford to be without a SAGER Spreader in these times of high 
ee eee ae fy Se eee labor and tough competition. Write today for details and the names of pro- 


of the ironer, so the enti cre ould . ‘ = . 
poe geen Ag lars Megha liaban gressive laundries all over the world which have reduced their flatwork 


sheets were piled up to make a table ironing costs from 40% to 60% with these labor saving machines. But 
load, three girls would THROW OUT write us only if your sheet and spread production is 1,200 or more daily. 


and match edges, shake and lay the 
sheets on the table Read What These Users Say 


Since installation of the SAGER, two 
girls do all the sorting from the ex- A West Coast Laundryowner Writes: 
tractor trucks and throw the smalls into “Our Spreader has been in use about 12 years and has saved 
one truck and drop the larger sheets into more per dollar invested than any equipment we have ever 
another and on top of the other pieces. had.” 


oe eee er eee ee Oe Oe A New England Laundryowner Writes: 
I srates the SAGER sx ader, as per Sias - aceite / Se . 
ikea tas hatin ages ong We feel that it is the best purchase from every standpoint 


there are no entangled sheets. They just : es “ 2 
lift one off the top each time and quickly that we have ever made in over 70 years of business. 


find the selvage edge, then throw onto 
the Spreader. The net result is 15 mixed 
sheets per minute, or 12-13 when mostly 
larger sheets. M. A. Pocock, Inc. 

No wonder new SAGER users say it’s a 1203 Walnut St Tel. AT 3-0229—Direct 


wonderful feelin’ to have this labor saver Des Moines 7, lowa 112-515-28-0229 
working for them! 


WU. 4. (Poke) Pocock 


pull and sort and as soon as enough 


Please send us full facts about your labor-saving Sager Spreaders. 
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...and one to 


...with American’s convertible Double-Buck 


One of three FORMATIC Shirt Units at South Side Laundry & 
Dry Cleaners, Milwaukee, Wisc. They especially like ‘‘the 
small amount of maintenance and ease of operation" of the 
DYNA-PAK® Collar & Cuff Presses. 


Pe 


- 





‘| don't know what we'd do without our three FORMATIC 
Shirt Units. Production and quality are excellent,’’ writes 
President Walter L. Spallholz of Universal-Watkins, Inc., 
Portland, Maine. 
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STOW on! 


FORMATIC" Shirt Unit. 


antees you maximum 
| eiluawi 
nen VvoIun 


1 those occasional 


See for yourself why the 


American Laundry Machinery Industries, Cincinnati 12, Ohio 


At Evans Model Laundry, Omaha, Neb., installation of four At Delta Steam Laundry, Greenwood, Miss., one 3-girl 
FORMATIC Units enabled production to keep pace with a FORMATIC Unit replaced two other type shirt units. Result 
steadily increasing volume, and helped reduce productive Three fewer operators required, 48% saving in floor space, 
payroll 7.08%, President M. R. Thurmond writes. President James L. Jarman reports. 


| 
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Get full-time economy that only 
starts with Ford’s low price! 


Meet the trucks that make saving money a full- 
time business—new Ford Trucks for '62! 


In a selection of over 600 models there’s a truck 
that’s right for your job, whatever your job... 
trucks that you can buy and operate at lower cost 
... trucks that can save you money mile after mile, 
load after load, year after year! 


CHASSIS-COWL MODELS FOR LOW-COST 
WALK-IN BODIES—Ford’s F-Series chassis- 
cowl models permit easy, low-cost mounting of 
special bodies to fit your needs. These conven- 
tional-type chassis are recommended for walk- 
in bodies in jobs where minimum price is more 
important than minimum overall length. 





They save on price. They save on gas and oil. 
They save on tires and on maintenance—wherever 
there’s a way to save! The full record of Ford 
economy, covering three years of independent 
tests, is detailed in Ford’s Certified Economy 
Reports. See your Ford Dealer now. Check out the 
facts, work out a deal, and drive out a truck that 
saves money... full time! 


FORD TRUCKS COST LESS /_=) 


SAVE NOW...SAVE FROM NOW ON! [| J} 
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AMERICA’S MOST POPULAR 
VAN—and small wonder! Econoline 
savings start with a price far under 
any popular '¥%4-ton conventional 
panel on the market! And they con- 
tinue saving every day—certified 
tests have shown that in 16,000 
miles, savings in operating costs 
compared to the conventional panel 
you may now own could top $100! 
Big 4-ft. doors rear and curbside 
plus 204 cu. ft. of loadspace, and a 
floor that’s flat the full length, mean 
easy Cargo handling. 





PRODUCTS OF Sort» MOTOR COMPANY 
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AMERICA’S DISTINCTIVE SEDAN DELIVERY—Here’s all the 
flair and fashion . .. all the riding comfort and handling ease... 
even the compact costs of a Falcon car. Savings start with a low, 
thrifty price tag, and continue with exceptional gas economy. 


PROVEN 262-CU. IN. BIG SIX FOR FORD 
MEDIUMS includes more heavy-duty engine 
features than any other Six of its size. Never 
before such long-term durability, reliability, 
and economy at so low a price. 





FORWARD CONTROL CHASSIS FOR 
BODIES UP TO 525 CU. FT. CAPACITY— 
Where maximum loadspace in minimum truck 
length is important, you can’t beat Ford's P- 
Series trucks. GVW’s range from 4,000 Ib. to 
15,000 Ib. 





The issue 
in brief 


Sales specialization 


George N. Kahn believes it is the failure to apply 
the principles of specialization to the routeman’s 
job that accounts for the selling dilemma in which 
laundry concerns find themselves today. As head of 
a firm which specializes in scientific new-account 
development, he has contributed articles to num- 
erous business publications emphasizing the need 
for twin sales forces and the requirements of mar- 
ket development. In this exclusive article he turns 
his attention to the laundry industry's marketing 


and sales problems 


For laundry managers 


Hugh P. Curley of the Hospital Bureau, Inc., 
traces the beginnings of the hospital blanket prob- 
lem back five years when investigation of cross-in- 
fection was first undertaken. Since then at least a 
dozen different types of blankets have been intro- 
duced. Which is best? Mr. Curley undertakes to cite 
the advantages and limitations of each in this first 


of a two-part series. 


Coin-op trends 

Lou Bellew interviews Romaine Fielding, the 
man who made front page news selling $1.5 million 
worth of laundry and drycleaning equipment to the 
Russians, on the current state and trends of the 
coin-op laundry field. From all indications the fu- 
ture looks especially bright for the professionals. 


Complaint-handling tips 


Foasberg’s Laundry of Long Beach, California, 
uses a six-step formula which can be applied to 


practically any situation. 


Truck shop efficiency 


Henry Jennings, transportation expert, takes a 
critical look at plant truck fleet shops and tells you 
exactly what you can reasonably expect from them. 


PR for PL 


Anne Sterling, the feminine spokesman for the 
professional laundry industry, goes into the third 
phase of the public relations program—that of meet- 
ing the general public in face-to-face contacts 


Aids for busy execs 


Ted Pollock suggests five ways to improve con- 
centration, tells you how to disagree agreeably, how 
to “unmail” a letter, and gives you a shortcut for 
multiplying quickly and accurately. All these ideas 
are offered to help you manage your business affairs 


more efficiently. 


Young Men’s Conference 


Here's the advance notice and program for the 
12th annual Young Men’s Conference, which will 
take place at Las Vegas, Nevada, November 15 and 
16. Ten “under 40” speakers have been scheduled 


for this year’s sessions. 


Convention coverage 

LJ covers the Pennsylvania Laundryowners con- 
vention at Atlantic City; the New York State Laun- 
derers and Cleaners at Saranac Lake, and the 
Georgia Trade Show and convention at Atlanta. 
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37-A Gas-Heated Tumblers S 


i Open End Washer 
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42” Unloading Laundry Tumbler 
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Frank Wright says 
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has a wide choice of types and sizes of quality 
EB CH tumbler-dryers and washers for your every laundry 
and dry cleaning need. Among them are... 
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HY-DRY LAUNDRY TUMBLER TWIN-CYLINDER 42'’ UNLOADING 
Ideal for apartments and wher- LAUNDRY TUMBLER LAUNDRY TUMBLER 50-pound capacity in a compact 
ever space is at a premium. A space saver for diaper Full 100-pound capacity and un- easy to clean design. —_— 
plants and other commercial loading featured at a sensible 
installations. price. 


HUEBSCH 
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CAR WASH ESTABLISHMENTS Tels lele)m—) MOTELS AND CLUBS APAR 











HUEBSCH IS NOT A ONE-SHOT OPPORTUNIST 
HUEBSCH IS NOT A JOHNNY-COME-LATELY 


Huebsch is a full-line tumbler-dryer designer and manufacturer dedicated for over 
50 years to serving the entire laundry and dry cleaning industry. Huebsch has earned 
the confidence of the industry through specializing in a line of reliable, efficient 
products and helpful customer service rather than resorting to high-pressure tactics. 
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37’ DRY CLEANING TUMBLER OPEN END WASHER 

wr. Modern cabinet design with simple, The same simple trouble-free design 

Se oe , reliable safety devices. and construction as used in over one- 
quarter of a million Huebsch tumblers. 










In hand... the 37-A 
GAS-HEATED LAUNDRY TUMBLER 
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SELF-SERVICE LAUNDRIES 
















COMMERCIAL AND INDUSTRIAL LAUNDRIES 


PARTMENT HOUSES NURSING HOMES CHURCHES AND CLEANERS 





HUEBSCH 


_ Fo 


—_— as 
37-A... available in laundry and 


dry cleaning models...gas, 
steam, or electrically heated. 


NATIONWIDE PLANT 

FACILITIES 

With five plants located nation-wide and a 
sixth in Toronto, you save as much as $40.00 or 
more for each Huebsch 37’’ x 30’’ gas heated 
tumbler dryer in transportation costs alone and 


up to one week or more in shipping time. 


EASY MAINTENANCE 

ANC SERVICING 

These Huebsch features save you time and 
money—(1) Trouble-free chain and V-belt drive: 
Easily understood, inspected and adjusted. No 
hidden gears. Silent, vibrationless fan. (2) Ac- 
cessible Controls: Easy servicing and adjustment 
—yet, locked behind hinged panel. (3) Self- 
Cleaning Lint Screen: Automatically cleans itself 
and deposits lint on “Magic Carpet.” (4) Sealed 
Ball Bearings. (5) No need to move tumbler to 


inspect or service. 


All sides 
of Entire Textile 
Maintenance Industry 


HUEBSC 


ORIGINATORS 


OFFER THIS TO AHeE INDUSTRY 


ORIGINATO 


ORIGINATORS 
of the Open-End Tumbler... invented 
and introduced by Huebsch 29 years 


ago. 


ORIGINATORS 
of ANY COLOR YOU WISH...at no 


extra cost. 


ORIGINATORS 

of the VARIABLE TEMPERATURE 
SELECTOR... assures safe, efficient 
drying of any fabric. 


ECONOMICAL SPARE 

PARTS 

Spare parts are priced not for profit but for 
service. Our aim is to keep your Huebsch tumblers 
in operation. Parts are readily available from 
our plant and many dealers. Interchangeability 
of parts also makes maintenance simple and 
easy. For your protection Huebsch will be here 


tomorrow for tumblers sold today. 


EASY INSTALLATION 

Huebsch tumblers are simple and easy to in- 
stall... you save time and money...and 
energy, too. It's design features like these that 
make this possible—Adjustable Feet for quick, 
easy leveling and alignment of tumblers so 
necessary on uneven floors. Back draft damper 
for cooler, cleaner store. Integral Spacer Ribs 
form effective, full-length seal between tumblers. 
Rectangular shape makes it ideal for side-by- 


side multiple installations. 


are important 
to Huebsch 


HUEBSCH ORIGINATORS 


Milwaukee 1, Wisconsin 


Form POP 


R FEATURES 


ORIGINATORS 

of the 37’’ diameter tumbler... and 
only manufacturer to offer it in three 
sizes: 37'’x18’’, 37'’x24’’, 37’’x30”. 


ORIGINATORS 
of easy-to-adjust feet...for perfect 


leveling. 


ORIGINATORS 

of the SELF-CLEANING LINT SCREEN 
and “MAGIC-CARPET” LINT RE- 
MOVAL. 


ACTIVE PARTICIPANT 
IN THE INDUSTRY 


Huebsch takes an active part in all phases of 
the textile maintenance industry and belongs to: 
American Institute of Laundering, National Insti- 
tute of Drycleaning, Laundry and Cleaners 
Allied Trades Association, Linen Supply Associa- 
tion of America, Diaper Service Institute of 
America, National Automatic Laundry and Clean- 
ing Council, and National Association of Coin 


Laundry Equipment Operators. 


Huebsch secures and helps develop recog- 
nized approvals such as City of Los Angeles, 
City of New York, Canadian Standards Associa- 


tion, and Canadian Gas Association. 


modern, scientific 
laundry 
and 
dry cleaning 
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More on the Jet 


The eyes of the laundry world are focussed on David Wallace’s Prog- 
ress Laundry in Dallas, Texas. As reported in our last issue (see page 
63 ff) the first revolutionary new Jet Stream machine—which 
washes, dries and polishes flatwork in one continuous operation at 
speeds of over 100 feet per minute—will be installed here. 

Since the news was first released, Mr. Wallace and other Jet 
Stream officials have been besieged by calls and letters from inter- 
ested parties all over the world seeking further information on the 
machine which “promises to make home laundering obsolete.” Most 
of the callers want to know when they can see it. 

It was originally announced that the first production model would 
be installed and tested at the Progress plant October 1. This report 
was in error. 

According to Mr. Wallace, the production model is now ready. 
But it will be tested by the manufacturer at the Chance Vought 
plant first. Once the “bugs” are worked out, then Progress will get 
the first commercial model of the machine. 

In any event, it’s anticipated the testing will take approximately 
two months. And the first public unveiling has been put off until 
after the first of the vear. 


Quality: ready or not? 


The British Launderers’ plan to improve consumer relations by offer- 


ing a “money-back guarantee—if not satisfied” ran into a snag. The 
laundrymen didn't feel they were quite ready for it. 

Stateside, another plan to license quality laundries ran into a 
similar difficulty. There’s too much that can go wrong with a bundle 
to make laundrymen want to stick their necks out. 

Interestingly enough, a group of plantowners in the Atlanta, 
Georgia, area have been quietly carrying on a cooperative advertis- 
ing and quality control program for the past three years. For further 
details see Cliff Morgan’s report to “Empire Staters at Saranac” in 
this issue. 
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ectsunts for the: edling dilemma in whieh 
most laundry concerns are bogged down today.” 


Routemen Should Not Sell » core». cm 
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just waste d an entire day 


THE PRESIDENT of a major laundry recently treated 
me to a tour of his modern plant He proudly pointe d out 
the efhiciency and cost advantages stemming from. the 
clearly evident spec ialization of labor 

Later in his office, however, this president complained 
that savings in production costs were of little avail if there 
was insufficient business to fill. And at that point his con 
cern was, in fact, losing almost as many customer accounts 


as 1t Was adding 


TWO DISTINCT TASKS 

This incident, it seems to me, dramatizes the split per 
sonality of many laundry managements today. On the pro 
duction side, they fully and profitably apply the principles 
of labor specialization—with every employee performing 
the single tasks that he or she knows best. On the Oppo 
site or sales sides of the coin, by contrast. these same man- 
agements continue to insist that laundry routemen pel 
form two separate and distinct tasks—servicing and sell 
ing. And this despite the continuing pile-up of evidenc« 
that clearly shows these s« parate tasks cannot, and should 


not. be the responsibility of a single individual 


SURVIVAL IS AT STAKE 

It is this failure to apply the principles of specialization 
to the routeman’s job, I feel, that accounts for the selling 
dilemma in which most laundry concerns are bogged down 
today. For the addition of new customer accounts is not. 
as in many industries, a simple matter of building one’s 
sales castles even higher. For the laundry industry it is, in- 
deed, a far more serious matter of plain survival; a question 
of keeping the entire castle from washing away 

Where the average industry thinks in terms of a 3 to 4 
percent annual loss of existing accounts, laundry manage 
ment must face up to the possibility of losses running ; 
high as 25 percent. The old story, in short, of having to 
keep moving in order to just stand still. And for the firm 
not content with just standing still, the development of 


new accounts takes on even greate priority 


SELLING REQUIRES TALENT 
But new accounts rarely “just happen.” They are the 


hard-won products of what is essentially a three-step proc- 
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Mr. Kahn, an author and lecturer, heads the 
‘Kahn Company, headquartered at 


This firm, ‘specializing in scientific new 

account development, operates its own 
nationwide Task Force which serves as the 

new business department of its clients’ 

sales operations. A veteran with more 

than 25 years of executive experience in 
marketing and selling, Mr. Kahn has con- 
tributed articles to such magazines as the 
Harvard Business Review and Sales Management 
emphasizing the need for twin sales forces 

and the requirements of market development. ° 


ess: (1) locating likely prospects, (2) soliciting these pros 
pects, and (3) converting them to the use of your services 
——AS opposed to the use of a competitor's services, of sub 
stitute services (e.g., paper work clothing), or possibly the 
use of no service at all. 

rhese three steps, taken together, add up to what I like 
to think as development selling or “order making’ — 
one of the most difficult tasks that any salesman, in any 
industry, can be asked to perform. 

And regardless of the industry, success at development 
selling requires the salesman to possess a rare and complex 
combination of such inner qualities as empathy, skill in 
introspection, inventiveness, tact and skill in interrogation 
superior intelligence, and a sharp “third ear.” To find 
these qualities in the right degree and combination in a 
single individual is rare indeed. To hope to find them in 
the average routeman is little more than wishful thinking 
And it is for this reason that development selling or orde 
making must be clearly recognized as a task that the laun- 


dry routeman cannot logically be expected to carry out 


TWO FUNCTIONS INCOMPATIBLE 

It can even be said that the qualities needed for success 
ful development selling are basically incompatible with 
the successful performance of the routeman’s primary func- 
tion—the successful servicing of accounts already on the 
books, or order taking. To quote from the American Insti 
tute of Laundering’s recently issued First Armour Research 
Report on Laundry Distribution Practices: 

“The average laundry routeman currently performs many 
functions ranging from finding new customers to material 
handling at the loading dock The report then goes 
on to list 25 varied functions for which many routemen ar 
“Unfortunately, it is a rare person who 
For example, the 


held responsible. 
has such a combination of talents. 
qualification of being aggressive and eager to meet neu 
people (necessary for finding new customer prospects) con 
flicts with the qualification of being steady, reliable, some 
what unimaginative, willing to handle laundry at the dock 
drive the truck carefully, etc.” 

Thus, to the fact that development selling is a task the 
routeman cannot be expected to successfully perform can 
be added the corollary fact that it is, as well, a task he 
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does not wish to perform. Why should he, after all, be 
willing to aim his time and energies at a development sell 
ing target he knows he cannot hit, while at the same time 
diverting his attentions from the basic servicing job for 
which he is qualified and from which he earns his basi 
livelihood? 

Forced to play the dual role of salesman and serviceman 
the laundry routeman finds he must not only neglect his 
present customers but also live with the ego-crushing expe 
rience of repeated failures in his attempts to produce ne\ 
accounts. No wonder, as the American Institute of Laun 
dering’s Report points out, “ it becomes harder and 
harder to recruit qualified routemen, and turnover be 
comes excessive because the men hired ofte n become fru 
trated and leave.” 

Despite the obviousness of the above, there ar 
1 thinking that sal 


. y | | . fell ; | 
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in industry who persist 


yenel illy hope 
Well take om 


kills required for 


job. This oil-and-water t pe of miracle they 
to achieve through some form of training 
people they say, and teach them th« 
successful development selling! 

What these training advocates seem to ignore is the fact 
that development selling requires talents as well as skills 
ind that these talents tend to be of an innate character 
Given an individual who possesses these talents, training 
can indeed improve upon them and raise them to a high 
polish. Given, on the other hand, that average individual 
lacking such talents in the needed intensity and combina 
tion, training can do little more than operate in a vacuum 

To the extent that training 


under such conditions, it will generally be little more than 


act omplishes anvthing at all 


in initial burst of enthusiasm on the part of routemen. The 
same sort of enthusiasm that might be « ngendered by an) 
form of special recognition from their employer. But rarely 
if ever, is there a measurable and lasting upgrading in th 


routeman’'s ability to function as an effective order make 


“CANNED TALK’’ SHORTCOMINGS 

Recognizing the training limitations of trving to trans 
form the routeman into a creative sales getter are those who 
advocate the utilization of the “canned” sales talk. But this 
approach, too, Is subject to some glaring reapp! iisals; fon 
example: 

e The canned talk does not—and I am sure not even its 
staunchest supporters would claim this—contain any magi 
cal sales power in and of itself. Otherwise it would be 
possible to simply send the prospect a printed script or a 
recording, Like a song, the canned talk must be “sung — 
with the audience’s reactions dependent in largest part 
upon the skills and talents of the singet 

e The routeman cannot through the mere repetition of 
the canned spiel acquire the qualities needed for success 
ful ordei making No more so In any event than one can 
become a successful actor through repeated readings of 
the same play. Even where the canned talk is capable of 


1 


winning and holding the prospect’s attention (and _ this 
can be a plus value in promoting the sort of product that 
literally sells itself), it is still up to the routeman to perform 
what is perhaps the most difficult step in the development 
selling process—closing the sale And his chances t suc 
ceeding in this, as we have seen, are exceedingly slim 


e It still places the routeman into a sort of Dr. Jekyll 
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Routemen should not sell... 


and Mr. Hyde position; forcing him into a selling role that 
is basically incompatible with his personality and interests 
as well as with the basic requirements of his servicing o1 
order-taking job. The average routeman, it cannot be re- 
peated too many times, is not only incapable of successtul 
development selling but, with considerable logic, looks 
upon it as a task he does not wish to perform under any 
circumstances 

Now I'll be the last person to say there are not some 
few routemen who, as a result of sales training and/or the 
utilization of a canned presentation, cannot suddenly blos 
som into competent development salesmen. Many persons 
after all, have hidden wellsprings of talent only waiting to 
be brought to the surface. But is it to be believed that even 
these relatively few men, once having realized their valu- 
able sales-making talents, will long continue to be employed 
as routemen? A glance at the want ad pages showing the 
great number of positions open to this type of salesman 
and the going price for their services, will quickly put this 
question to rest. The laundry industry simply cannot af 
ford to compete for this type of selling talent 

At this point, I think laundry executives will agree with 
me on at least three basic statements, First, the average 
routeman lacks the qualities essential for development sell- 
ing. Second, any attempt to impart such qualities through 
the, medium of training programs or the utilization ot 
canned presentations is certain to prove wasteful—both 
of time and money. Third, laundry executives themselves— 
even where they have the requisite skills and_ talents 
—do not have time to personally carry out the develop- 
ment selling task; nor can they generally aftord to hir« 
a full-time sales staff to undertake the job. 


SECOND TEAM SOLVES PROBLEM 

This does not, of course, answer the vital question of 
how the individual laundry concern is to obtain the new 
business accounts upon which it is so sorely dependent. 
and even hopefully cut the rate of loss as regards existing 
accounts. The answer, | believe, can be found in the ap- 
pearance of a relatively new sales phenomenon on_ the 
United States business scene; namely, the availability and 
utilization of an “outside” new development task force 

Since the cost of maintaining a full-time staff of pro- 
fessional development salesmen is obviously too great tor 
any but the largest firms to bear, a number of consulting 
organizations—and my own firm of George N. Kahn 
Company has been a proud pioneer in this area—have set 
up their own new-account task force: the services of which 
are then made available to client companies on a time- 


fee basis 


TASK FORCE IN ACTION 

The typical task force is staffed with men, and in some 
instances with women, carefully selected for their develop- 
ment selling abilities. It is directed by men capable of 
providing the sort of direction and training that will, as 
noted earlier, bring the development salesman’s talents 
to a high polish. And it is backed up by a marketing staft 
that knows how to evaluate area potentials, select the most 


likely prospects, and plan the sales canvass 
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So marked has been the success of this task-force 
approach that its extension to route selling could only 
be regarded as inevitable. My own organization, for exam- 
ple, has recently established a separate route selling task 
force to meet the specialized needs of the bakery industry, 
the food industry, the laundry industry, etc. And I will 
go on record as predicting that within a decade this will 
be the major form of new-account getting in each of these 
areas. 

There is an essential difference here, it is well to point 
out, between the work of the task-force salesman and that 
of the more familiar type of new-business solicitor. Where 
the latter generally moves into an area and knocks on any 
and all doors, the task-force salesman works from a care- 
fully conceived marketing plan. And where the proverbial 
pitchman tries to overwhelm the prospect with personality 
and promises, the task-force salesman adjusts his presenta- 
tion to his intuitive size-up of each prospect—stressing the 
actual and practical benefits to be derived from becoming 
i customer of the client firm he represents. 

Nor does the development salesman merely sign up the 
new account and disappear from the scene, never to be 
seen again by the new customer. As necessitated by his 
evaluation of the individual customer situation, the sales- 
man returns one, two, three or more times; until, in short, 
he is certain that the new account is secure enough to be 
turned over to the full-time routeman 

A word about the nature of this transition: Many execu- 
tives, on hearing of the task-force approach for the first 
time, have questioned whether the new customer will 
willingly accept the introduction of a “second company 
representative’; i.e., the routeman who moves in to serv- 
ice and maintain the account. 

Experience has shown that such transitions, properly 
handled, present no difficulty; that they can, in fact, even 
add up to a plus factor in the customer's mind. The task- 
force salesman explains, for example, that his successor— 
whom he personally introduces to the customer—has been 
tully briefed in every phase of the customer's requirements. 
And he makes the point that his successor, because of spe- 
cialized training and experience, is even better qualified 
to fulfill these requirements. The customer is made to feel, 
in effect, that he is being upgraded rather than down- 


graded by the transition. 


COSTS AND ADVANTAGES 
The big question at this point is, of course, the cost of 
utilizing the services of such a new-account task force 
as has just been described. This will vary, naturally, with 
the size of the client concern, the types of service it pro- 
vides, the area to be covered, the number of development 
salesmen that will be needed, and the period of time dur- 
ing which they will operate. On first impression, it is only 
fair to say, this cost may seem high. But first impressions 
per se are generally misleading, and an examination of the 
factors listed below will prove the costs of development 
selling to be more than justified: 
@ New-account selling costs must, in all instances, be 
related to what it is presently costing a firm to fail to re- 
Continued on page 50 
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Anne Sterling discusses fabric care problems in the women’s clothing department at 


Hager’s department store in Lancaster, Pa. On the pegboard is Anne’s attention-catch- 


ing exhibit showing what can happen when fabrics are handled improperly 


Anne Sterling inaugurates 
department store program 





Anne Sterling with one of the three girls 
who modeled garments of the fabrics 
which Anne discussed at fabric care 
clinic and fashion show at Strawbridge 
& Clothier’s. Other such showings are 
now being booked 


OCTOBER, 196.1 


A new phase of the Anne Sterling 
“meet the public” program has been 
opened up with department store ap- 
pearances in Philadelphia and Lan- 
caster, Pa. 

These appearances were pilot opera 
tions for a comprehensive program 
that, in time, is expected to embrace 
major department stores throughout 
the nation. 

The Philadelphia event was staged 
at Strawbridge & Clothier, one of the 
city’s leading department stores, on 
Wednesday, September 13, from 7:00 
to 8:30 p.m., before a group of ap- 
proximately 100 
known as the “Business Belles.” 


business women 


Anne’s program consisted of ex 
plaining the proper care of a num- 
ber of fabrics, supplied by the store, 
followed by a fabric fashion show, 
using three of the Belles as models. 


At the close of the formal presenta 
tion, Anne was questioned about stain 
removal and the care of fabrics. Copies 
of the Anne Sterling “Handbook on 
Fabric Care” were distributed at the 
close of the meeting 

Anne’s appearance in Lancaster, on 
Friday and Saturday, September 15 
and 16, at Hager’s Department Store, 
different Here, 
she put in full-day appearances an- 


followed a format. 
swering questions of customers passing 
through the store. Copies of the fabric 
care handbook were distributed here, 
also. 

The Lancaster project was support 
ed by newspaper, radio, TV and in- 
Large 
Anne were on display in all depart 


store promotion. posters of 
ments and in the windows of Hager’s 
which claims to be America’s oldest 
Hager’s full-page 


department store. 


newspaper advertising carried pic- 
tures of Anne and invited customers 
to see her about their fabric care prob 
lems. Immediately before her first store 
appearance, Anne was the featured 
guest on a local TV show. On radio, 
one of the Anne Sterling recorded 
fabric care interviews was broadcast 

Anne was accompanied at both the 
Philadelphia and Lancaster appear- 
ances by four members of the Gray & 
Rogers public relations staff assigned 
to the laundry account. 

The pilot shows have provided a 
number of valuable pointers for future 
appearances. Among them are ideas 
for a more elaborate fabric fashion 
show and a fabric clinic for depart- 
ment store personnel so they may ad- 
vise customers on the proper care of 
the numerous fabrics on the market 
today. 

“With 
said PR Chairman Irving Garcelon, 
“Anne takes another step into the 


these pilot appearances,” 


third phase of our planned program 
to bring her before the general public. 

“Phase one was confined largely to 
industry appearances. Phase two in- 
cluded a number of public appear 
ances while Anne continued her in 
dustry contacts. The third phase places 


major emphasis on meeting the gen- 


eral public,” he explained. 

A widespread solicitation of depart- 
ment 
country is now getting under way. 


store dates throughout the 
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What Fielding says about coin-ops 


How many coin-ops are there? 
There are at this time about 42,000 coin-operated laun- 


dries in the United States 


Has the saturation point been reached? 

The saturation point has nearly been reached in most 
metropolitan areas. The biggest market for future devel- 
opment seems to be in Southern California, where a great 
mass of new residents is coming in every day. Of course, 
this doesn’t mean you'll be successful if you just open one 
anywhere in Los Angeles county. Location is still the most 


important factor to be considered. 


What is the best location? 

The best location, in my opinion, is a shopping center 
with ample parking facilities. By ample, I mean four to five 
times the total floor space of the shopping-center buildings. 
The store should front on the parking area itself and never 
be located in a mall where the plant is hidden from view 

Those centers built around a big department. store 
attract more “formal” buyers, who are thinking in terms 
of new suits or major appliances rather than laundry 
service at the moment. For this reason a general neighbor- 
hood shopping center is better for laundry operations. 

The site selection should be made even before the build- 
ings are completed and on the basis of a long-term lease. 
In this way the building will be tailored to your particular 
needs in the matter of drainage and service lines, etc. 
Think big. Thoughts of adding additional washers as 
business picks up is poor planning unless adequate service 
facilities are installed at the very start. Your water heaters, 
softeners and other equipment should be purchased to 
handle the maximum loads. 

While the rent will normally range from $3 to $3.50 per 
square foot (which means $300 to $350 per month for 
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the minimum-sized laundry service store) the traffic pulled 
by the shopping center will make it worth while, with the 


proper management. 

Shopping-center leasing agents have become increasingly 
reluctant lately to permit laundry tenants the luxury of 
operating combination coin-ops and pickup call offices in 
one location. They prefer to sell two separate spaces in the 
center to get more rentals. 


What’s the best type of plant? 

There are three types: the so-called unattended coin- 
operated; the attended coin-operated, and the service 
type where the attendants perform many of the laundry 
and cleaning services on the premises. 

The unattended coin-op requires two to three hours of 
work per day and is the least profitable. The second is a 
full-time job since the attendant is there to receive and re- 
turn laundry and drycleaning work. It is more profitable 
than the former. The third not only has a call counter but 
a full-time operator also offers a variety of laundry services 
not ordinarily provided by the other two. This last is the 
most profitable. 

Without offering extra services, even the coin-op laun- 
dry with an attendant is a touch-and-go proposition until 
the equipment has been paid off . . . generally a three-year 
period. Any type of installation demands regular attention 
if it is to remain attractive to the public, especially with 
present-day competition. 

(Up until two years ago the Fielding installations were 
all attended service plants featuring heavy-duty washers 
with capacities of 25 pounds or better. Since then Fielding 
package plants feature coin-operated washers of 10-pound 
capacity, principally because three of the home-type 10- 
pound machines cost Jess than half the price of one 25- 
pound commercial washer. ) 
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What big problem do coin-ops face today? 

The greatest problem seems to be the dissatisfaction of 
many of the present owners, a large number of whom were 
looking for “profit without work” when they made their 
investment. The majority of these plants are being run 
without proper attention to cleanliness and maintenance 
of equipment. One-quarter to one-half of the equipment 
may be out of order at any one time. In recent months 
there has been a rash of tumbler fires in unattended Jaun- 
dries in Southern California, mostly due to overloading 
available tumblers when some of the other tumblers were 
out of order. 

Dissatisfaction is the result of exaggerated advertising 
and/or deliberate misrepresentation of facts. In either 
case, the unwary buyer who wants to make a quick dollar 
without working for it is soon in trouble. 

Whether or not such a buyer has any legal recourse is in 
question at the moment. Recently there appeared in a large 
metropolitan newspaper a blind ad offering to buy for 
cash any and all coin-op laundries from disgruntled owners. 
Investigation revealed the advertisement was placed by 
an attorney who found himself stuck with one or two 
unprofitable coin-ops. Apparently the attorney bids well 
to recoup his losses if he can uncover enough disgruntled 
coin-op clients with sufficient grounds for legal action. 

To my mind, anyone who suggests that a coin-op can 
run itself and all the owner has to do is empty out the coin 
boxes is misrepresenting the facts. Housekeeping and 
maintenance are essential if an installation is to succeed. 
In most cases this takes two or three hours per day of 
somebody’s time. If the average fixed overhead is con- 
sidered, there are very few unattended installations that 
are immediately profitable. All need some attention even 
when the equipment is still new. 

Other problems: Women won't read signs. Operating 
instructions are ignored for the most part and equipment 
abuse is common. Complaints are often unjustified and 
brought on because customers are impatient with the nor- 
mal running time. Sometimes they will remove the load 
before the cycle is completed. Then the next customer's 
load is improperly processed and another complaint is born. 
Vandalism is rapidly increasing and insurance rates have 
doubled in the past year. The majority of vandalism cases 


occur in the unattended stores. 


Why do some coin-ops fail? 

In my opinion it’s the unattended stores which are not 
properly serviced or maintained that suffer. 

We had repossessed a plant from an investor-type buyer 
who expected the plant to run itself without extra revenue 
services, without equipment maintenance, and without 
any kind of housekeeping and a total disregard for the 
fixed monthly expenses that had to be met. 

The plant was located in a good shopping center but 
the owner gave it up after nine months. The place was 
filthy and had been grossing $900 to $1,000 per month 
when we took it over. We eventually found a husband 
and wife who were able to give the store two to three 
hours of attention each day, and the plant hit $1,187 the 


SLew ose, 19:61 


very next month. From all indications, the plant will do 
$1,400 per month going into the fall season. After three 
years fixed costs will be reduced to about $600 per month 
and the operators will have easier going from there on 

Another illustration of the value of good cleaning and 
proper maintenance is a store that did $1,000 gross during 
the first month of operation. By the fourth month, this 
place hit $1,400 without an attendant. It was kept neat and 
clean, and the equipment was maintained each day. But 
the owner decided to rest on his laurels and volume fell 
off immediately to less than $900 per month. At this point, 
the owner decided to sell because he was caught short 
of ready cash, so he put it in the hands of a business-oppor- 
tunity broker for disposal. 

Here is a note on some business-opportunity brokers 
Some have the stipulation that part or all of the sales 
commission (usually 10 percent) is payable forthwith— 
which can mean as soon as the first cash is deposited to 
escrow—not after the escrow is closed. If paid, the broker 
is no longer interested in the deal. This happened to this 
party 

The broker misrepresented the coin-op in order to make 
the sale, and didn’t follow up to see the escrow was « losed 
after collecting his commission. The original owner was 
stuck for the fixed costs of around $1,400 per month for 
the three months it took the new owners to discover the 
gross take had been misrepresented. And as a result they 
didn’t close the escrow. The original owner lost his shirt. 


What makes for a good coin-op? 

The average unattended coin-op grosses about $1,100 
per month. Some top plants have run as high as $2,000 per 
month, but these are exceptions. Of the coin-ops exceeding 
$1,500 per month, practically all offer extra services. 

Since very nearly $1,500 per month is in fixed costs, 
the investor should have a nest egg of from $2,000 to 
$3,000 minimum as extra operating capital to cover at 
least the first six months of operation. It normally takes 
three to four months to break even, six to 12 months before 
you can start taking money out and 12 to 18 months to 
reach the coin-op’s potential gross. 

It seems to be established fact that one well-operated 
unattended laundry in a good location will not support 
an investor (unless it is an unusually large store with 40 
to 60 washers). It takes two to three such stores to make 
a decent living. 

Our stores sell for $24,000 to $31,000 and we require 
30 percent down payment. This includes about 26 auto- 
matic washers, eight dryers, water softeners, water heater, 
coin changer, soap dispenser, tables, signs, ete. It takes 
about 1,200 to 2,000 square feet to house such an install- 
ation. We take out a master lease in a shopping center, set 
up the plant and sublease the premise to the buyer. 

Ordinarily, the buyer pays down 30 percent of the 


purchase price and borrows the rest from the bank on a 


three-year 7 percent discounted loan. 
The fixed overhead breaks down like this on a monthly 
basis: utilities $300; bank payment, up to $700; rent, 
Continued on page 50 
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Oh yes! You're the patient in 419 . 





the one who thought she had hospitalization insurance! 


WHAT ABOUT HOSPITAL BLANKETS? 


Part | — Cross-infection problem prompts search 
for readily launderable bed coverings 


by HUGH P. CURLEY, Assistant Research Manager, 


WHEN ASKED recently about the cross-infection prob- 
lem in hospitals, a veteran institutional laundry manager 
was heard to remark: “Well, years ago people were just 
dying; today they’re dying of something.” 

Whether this comment reflects amazing strides in hos- 
pital diagnostic technic or the LM’s continuing awareness 
of the magnitude and historicity of the cross-infection 
which, by the way, may be traced back to the Bible) is 
open to debate. One thing is certain: hospitals do have an 
infection problem, and infection committees have been 
set up to ferret out and minimize the effect of or eliminate 
the many vectors that may be causing the spread of 
staphylococcus and other disease-bearing microorganisms. 


Hospital Bureau, Inc.,* New York City 


WHY THE BLANKET PROBLEM? 

Although this preliminary discussion may seem irrele- 
vant to some, it is only in the context of cross-infection in- 
vestigation that one can get a clearer picture of what’s 
happening in the hospital and institutional blanket field 
today. Before these investigations (reported in the British 
medical publication, The Lancet, during the period of 1955 
through 1959), there did not appear to be any problem 
with hospital blankets. At the time hospitals were mainly 
using 100 percent wool, wool-cotton blends, and 100 per- 
cent cotton. Synthetics had not made any big inroads and 
laundry managers were openly boasting of their blankets’ 
(particularly the 100 percent wool variety) longevity of 
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from 15 to 20 years. Nor could anyone dispute these fig- 
ures as blankets were washed infrequently, generally as 
they began to look dirty, at low temperatures. 

Then came the bombshell. Work done by Blowers 
(The Lancet, 1955) showed that the wool blanket as used 
in Great Britain could not be laundered at temperatures 
high enough to kill staphylococci because of physical dam- 
age to the blanket, and had to be treated with bactericidal 
chemicals in the laundry water to render it reasonably 
free from such bacteria. An even more damaging blow 
was dealt to wool when Pressly (The Lancet, 1957) at- 
tempted to prove that the major composition of hospital 
ward dust was wool fiber which acted as a carrier for 
airborne staphylococci. This work was subsequently re- 
butted by Australian investigators whose tests uncovered 
the statistic that the fiber composition of hospital dust 
was not wool, but mainly cotton. 

Regardless of the merits of this controversy, pressure 
was brought to bear on the institutional laundry managers 
in the United States as well as Great Britain to wash thei! 
blankets after each patient’s discharge. In the interests of 
personnel hygiene and minimizing the cross-infection dan- 
ger from blankets, hospital infection committees began to 
demand that each patient be supplied with a clean blanket 
as well as clean linen upon admittance for treatment. 

This mandate worked wonders for patient public rela- 
tions, but presented the LM with some practical processing 
difficulties. If he had a blanket stretcher, a proved-effective 
bactericide and careful laundry control, he could with good 
luck continue to use his present stock of wool and combina- 
tion wool-cotton blankets. In the majority of cases, how- 
ever, not many LM’s were that fortunate. 

Plagued by a tremendous increase in work load at a time 
when there was corresponding administrative pressure to 
hold the line on laundry costs, the hospital LM began to 
look for and experiment with blankets constructed of fibers 
other than wool. Because of the immediacy of his needs, 
he was primarily interested in a blanket that would (1) 
have an acceptable appearance and “feel” after many 
launderings at higher than usual laundering and drying 
temperatures, and (2) lend itself to “easy care” treatment; 
i.e., could be dumped in a washwheel, extracted, and 
tumble-dried with minimal care and little supervision. 


ENTER THE SYNTHETICS 

At this time the producers of acrylic fiber (mainly Acri- 
lan), who had captured a goodly share of the consumer 
blanket market, persuaded several mills to fabricate a 
blanket of 100 percent virgin acrylic fiber which might 
withstand continued launderings and dryings at moderate 
temperatures, One of the more successful versions of the 
acrylic blankets was promoted as having almost nil shrink- 
age at moderate temperatures (120°F. to 140°F.) and excel- 
lent appearance after many launderings. 

We (the Hospital Bureau) tested several samples of this 
increasingly popular blanket and found the following: 
* The Hospital Bureau, Inc., is a nonprofit group purchasing organiza- 
tion operated by and for its more than 300 Eastern voluntary-hospital 
members. It is chartered under the Membership Corporation Law of 


the State of New York. Last year marked its fiftieth anniversary as 
the largest organization of its kind in the hospital field. 


GOGCTOBDER, 1961 


(1) After 10 launderings, shrinkage was only 1 percent in 
the length and nil in the fill directions; (2) tensile strengths 
in the length (warp) and width (fill) directions indicated 
an excellent longevity for this blanket—we found, for ex- 
ample, that tensile values were double the minimum values 
specified by the American Standards Association; and (3) 
the blanket was acceptable to the LM, patients and staff 
on appearance and feel characteristics. 

Despite this excellent performance, we believe that addi- 
tional improvements could be made in blankets fabricated 
from 100 percent virgin acrylic fiber. Although the acrylic 
blanket should not present any flammability problem in 
normal hospital use, we would like to see it made flame- 
retardant in view of increasing flammability dangers in- 
herent in the rising use of bedside oxygen therapy. 

The acrylic blanket also generates a moderate amount 
of static electricity. Although it is doubtful that anything 
but a 100 percent cotton will ever be allowed in the hos- 
pital operating room, a decrease in the amount of static 
electricity generated would be welcomed by laundry per- 
sonnel, aides, nurses and others who directly handle these 
blankets. 


THE MODACRYLIC EXPERIMENT 

In late 1959 the Hospital Bureau interested one of the 
modacrylic producers in having some experimental mod- 
acrylic blankets specially woven for hospital use. In subse- 
quent hospital tests, these composite results were obtained: 
(1) Shrinkage was 3 percent in both blanket directions— 
this was considered good but not quite as good as the 
acrylic blanket; (2) tensile values were phenomenal—over 
double the usual warp direction values, and quadruple the 
usual fill figures—again an indication of superior longevity; 
(3) modacrylic blankets were found to be inherently 
flame-retardant (they will burn, but will not support a 
flame); and (4) like the acrylic, the modacrylic blanket 
was deemed acceptable to staff and patients. 

Unfortunately, these modacrylic blankets are not being 
produced at the present time. If they should become com- 
mercially available, we hope something can be done about 
their static-generating properties, which are higher than in 
any blanket we have ever tested. 


TWO VERSIONS OF COTTON 

As mentioned previously, there will always be a market 
for cotton blankets in hospitals. At the present time and 
for the foreseeable future, it is the only blanket approved 
for use in hospital operating rooms as stipulated by the 
Committee on Hospital Operating Rooms in the National 
Fire Protection Association Booklet Number 56. Over the 
years, conventionally woven cotton has done yeoman serv- 
ice in throw and bath blankets. In some hospitals it is even 
in general use as a bed blanket. 

One hundred percent cotton blankets, however, have 
never really caught on in hospitals for widespread patient 
use, for several reasons: (1) They do not have much 
“bounce” or “rebound” and as such do not enhance the 
appearance of the hospital bed; (2) unless carefully 
handled in the laundry, shrinkage in the length direction 
may cause difficulties; and (3) tensile strength figures 
while acceptable indicate that most 100 percent woven 





What about hospital blankets . 


cotton blankets will not last as long as some of the newer 
types of blankets now available. 

The big news in cotton blankets was the introduction in 
the United States of the cellular cotton or lino-weave 

iiket from Great Britain. Developed to meet the require 
ments of being washable at white-work formulas (150°F 
to 160°I ind sterilizable (250°F.. 15 pounds steam, 15 
minutes exposure tim« this blanket has the appearance 
if a knitted shawl in the center with extremely wide and 
tightly knit selvages on each side to prevent snagging on 
the bedsprings. The blanket operates on much the same 
pring iple is thermal clothing; the top sheet under the 
cellular cotton blanket and the bedspread on top of the 
blanket act as insulators 

Our tests of this British import showed that was highly 
ieceptable in all re spects except shrinkage. However, as 
this blanket is now being shipped oversize, this last diffi 
culty is eliminated. We were quite pleased with the per- 
formance of this blanket, since it was washed at consider- 
than all the others we 


examined and qualified best In the category ot easy care 


ibly higher temperature (160°F 


These findings corroborate a previous report in THe LAuN 
pRY JOURNAL (see December 1960 issue ) 

We also sterilized one of these blankets in our Jaboratory 
in the minimum steam sterilization cycle acceptable to 
250°F., 15 pounds steam pressure, 15 minutes 
Although the blanket had a good appearance 
after 10 such cycles, the resultant 20 percent shrinkage 


and 18 percent loss in tensile strength presage a greatly 


hospitals 


exposure ) 


shortened use-life for these blankets if they are so treated 
With the availability of several effective chemical bacteri 
cides and/or bacteriostats for laundry use, we question 
whether steam sterilization should be employed except in 
cases of extreme bacteriological contamination 

At least five American versions of the cellular cotton 
blanket -have made. their appearance In the institutional 
market. We have examined and tested two of these. Ons 
of them exhibited minimal shrinkage, but each, to om 
way of thinking, failed to have the excellent appearance 
after laundering and high tensile characteristics of the 
British cellular cotton blanket 

Reactions to the cellular cotton blanket in hospitals hav« 
been mixed. Those who have given them extensive trials 
have been almost uniformly unanimous in their approval 
of them. Others who prefer and are used to a more tradi- 
tional woven blanket hav« expressed reluctance to purchase 


them. 


WOOL MAKES A COMEBACK 

The Australian wool producers, faced with the prospect 
of losing a substantial share of the institutional blanket 
market, were not marking time when this washability re 
quirement went into effect. Through the aid and guidance 
of their promotional agency, The Wool Bureau, a treatment 
was developed which when applied at the mill would make 
in ordinary wool blanket shrink-resistant with no adverse 
change in appearance, hand or construction, even when 
laundered in boiling water. Experiments were run in Aus- 
tralia which showed that a wool blanket so treated could 
be washed at 212°F. in special acid detergent and still be 


acceptable after many such launderings 
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We obtained several samples of these shrink-resistant 
wool blankets and tested them for this property and stain 
resistance in a local hospital laundry, Temperatures em 
ployed were: washing, 160°F. with special acid detergent 
and hot-air drving, 240°F. to 300°F. for 16 to 19 minutes 
Under these severe conditions, the blanket shrank only 
11 percent in the length after 10 such launderings, and 
compared favorably to unlaundered samples in appearance 


hand and construction. It is felt that, if lower drying tem- 


peratures were employed, the shrinkage would be well 


within the widely accepted standard of $8 percent 
maximum. 

Remarkably, too, all of the stains employed to contami 
nate the blanket (blood, pus, urine, ink, and concrete soil 
allowed to set 24 hours) were washed out after the first 
laundering 

We also weighed the blankets before and after 10 Jaun 
derings and found that they had lost on the average only 
2 ounces. This statistic, coupled with additional stain- 
resistance tests, led us to believe that this shrink-resistant 
treatment is reasonably permanent 

Those hospitals partial to wool blankets may prefer 
the shrink-resistant-treated ones to the untreated for sev 
eral reasons, First, they can be laundered safely at tempe 
atures injurious to untreated wool units. Second, because 
of their high-temperature launderability, they eliminate 
the danger of survival of staphylococci atter processing 

Two improvements we would like to see in 100 percent 
wool blankets are better tensile strength and reduced static 
electricity. Some method of economically shrink-treating 
untreated wool blankets currently in hospital use would 


also be helpful. 


BLENDS AND OTHER TYPES 

By far the most popular blended blanket to date in the 
hospital field has been the wool-cotton mixture—either 
50-50 or 75-25. From a survey of our own hospitals we 
discovered that the 50 percent wool-50 percent cotton 
blanket had gained a good degree of acceptance. There- 
fore we analyzed some blankets of this blend percentage 
and discovered that they were acceptable in most respects 
for hospital use. On the debit side, we found that tensile 
strength in the fill direction was somewhat low and that 
there was a tendency of the blanket fibers to coarsen as ow 
laundering tests proceeded. Static electricity was low, as 
might be expected, due to the inclusion of cotton fiber 

There are probably many other types and blends of 
blankets available that we have not looked at. For example, 
polyester blankets have attained a degree of popularity in 
Great Britain. It may also well be that there are mills in 
the United States producing acrylic-cotton or acrylic-wool 
blends. Our tests and analyses were confined solely to those 
that were being used in our member hospitals or were be- 
ing considered for use. No doubt, as some of the newe1 
blends and types become available they too may have 


much to comm«e nd their use 1n hospitals. 


NEXT MONTH: PART Il—‘‘Suggested Standards for 
Hospital Blankets’’ provides institutional laundry man 
agers with helpful suggestions for evaluating the qual 
ity of any given blanket. 
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HOME LAUNDRY EQUIPMENT SALES 


(in thousands of units) 


TOTAL WASHERS SOLD 


TOTAL DRYERS SOLD 


or | How’s Business 


July factory sales of home laundry appliances were about 


even with July sales of the previous year. However, the 


industry is still running 7 percent behind last vear for the 
first seven months of 1961. 


ROBART, Washer sales were up 5 percent for the month. July 


SOUTHEAST LAUNDRY SALES (in $1,000) sales for 1961 were 228,422 washer units as compared to 
217,655 units sold in July 1960 
Dryer sales were down 11 percent comparing 64,923 


T if 
| \ i \ | sold in July 1961 with 72,580 sold in July 1960. For the 
a a a a ce ae Seer een ee | 


year to date, sales are off 13 percent in the dryer line 
| SOUTHEAST LAUNDRY SALES (IN $1000) r 
ic 








American Home Laundry Manufacturers are study 





guess now 1S that total sales in 1961 will equal last vear 


] T e ‘ " 
| ing all business forecasts looking for an upturn. Their best 
| } 


| | Che next two months will tell 





Commercial laundry sales in the Southeast were off 3 pel 
cent in July. According to the J. R. Wilson Company 
Atlanta plants were running 1.7 percent behind for th 
month, while those outside Atlanta were down 4.9 percent 
For the year to date, Atlanta laundry sales are off .§ pe! 
cent while those in outlying areas are behind 6.5 percent 


Drvcleaning sales are about even with last vear in all 


quarters 


Laundry business trends 


New Jersey New England New York 


four weeks ended June 24 June 3—1.3% less than last year four weeks ended 
Laundry route sales fei June 24—1.8% more than last year 
—1.0% less than last June 10—2.2% less than last year 


five weeks ended 


Drycleaning sales 
June 17—0.7% more than last year July 29—3.9% more than last year 


—8.0% more than last 
Total sales 
—no change from last 


five weeks ended July 29 July 1—1.3% less than last year 


June 24—4.6% more than last year M. R. Weiser & Co., New York 


Laundry route sales July 8—0.4% less than last year 
—no change from last year — 


Drycleaning sales July 15—0.8% less than last year 


—6.0% more than last year Southeast 
Total sales July 22—0.3% more than last year June—2.0% less than last year 


—1.0% more than last year 
July 29—6.8% more than last year July—3.0% less than last year 


lew Jersey Laundry and Cleaning 
Institute Carruthers & Co., Bosto J. R. Wilson & Co., Atlanta 
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reasonably expect of 
your fleet shop? 


by HENRY JENNINGS 


EVERY EFFORT has been made thus 
far to provide our readers with infor- 
mation that will reduce interruptions 
and cost of delivery. Part of this pro- 
cess has been to make suggestions con- 
cerning the conduct of the fleet shop. 
This operation can make or break any 
fleet 

Relatively few laundries are inter 
ested in setting up a full-blown shop 
from scratch. However, in response 
to a letter from a reader, a shop 
layout and explanation were given in 
the September 1960 issue. 

Now a reader has suggested that, 
in addition to a physical layout of a 
shop, this department concern itself 
with telling in a general way what the 
shop's responsibilities are—what may 
be expected of a fleet shop, and how 
the problem should be approached 
from a management angle when the 
management does not have a truck 
technician to advise it. This is rather 
a large order but its value is readily 
apparent when you stop to consider 
that laundry management has prob- 
lems other than automotive to occupy 


its time. 


RATIO OF TRUCKS TO MEN 

The place to begin is with the ratio 
of trucks to men in the shop. This is, 
of course, a hard one. The reason for 
the difficulty and doubt is that some 
shops farm out more work to outside 
specialists than others. Make no mis- 


take about it— no fleet shop can be 


self-contained and self-sufficient. Even 


34 


a truck manufacturer cannot do that 
He buys all kinds of outside services 
and parts. 

However, it is reasonable to expect 
that a mechanic can handle between 
12 and 15 trucks of the laundry de- 
livery type. 

If the fleet is smaller than 12 trucks, 
it is still possible to maintain a fleet 
shop. The fleet mechanic can be as- 
signed other duties, such as building 
maintenance, to use his time to full 
advantage. 


TIRE WORK 

At the ratio of one man to 12 or 15 
trucks, the shop should be able to 
inspect and lubricate ali the vehicles 
periodically. It should be able to han- 
die all tire work except retreading or 
recapping. 

This tire work is a disturbing thing 
because there is a growing tendency to 
have the tire dealer make tire repairs. 
Sometimes this is shrugged off by say- 
ing that in return for the new tire and 
recapping business the dealer is will- 
ing to change tires and repair flats 
for free. If you are getting something 
for nothing it is the first time this 
department has heard of it. 

Perhaps you had better examine 
the prices you are paying for tires and 
check it with the competition. It costs 
the tire seller money to send a man 
out to repair flats, and usually your 
man has to get the tire for him. Then 
he usually stands around and watches 
the other man work. Equipment for 


changing and repairing tires does not 
cost much money and you might as 


well save the expense. 


ACCESSORY REPAIR 

Fleet mechanics should be able to 
repair and rebuild such units as gen- 
erators, starters, windshield wipers 
and fuel pumps. 

Working on the accessories is really 
simple. It can be learned by provid- 
ing the mechanic with a shop manual 
which is available from the manu- 
facturer of the unit. The flat rebuilt 
charge from the outside may seem 
rather modest but the fleet mechanic 
usually delivers the unit to the spec- 
ialist and often as not he waits for it 
to be repaired. Result: he could have 
done the work himself in less time 
The equipment necessary to handle 
maintenance on these small units is 


not expensive at all. 


TRUCK WASHING 

Keeping trucks clean is no problem 
in a large fleet. You simply buy an 
automatic vehicle washer, and while 
you grunt when you pay for it, you 
just about eliminate all labor charges 
for washing. Many fleets have no 
trouble. They simply insist that drivers 
drive on the machine and press the 
button. In about a minute the truck 


is washed. 


BRAKES AND MUFFLERS 

Brakes will wear out, and these 
are relined in the fleet shop. But the 
fleet man does not remove old lining 
from shoes or attach new lining. He 
does not as a rule have the equipment, 
so the specialist does this on a swap 
basis or on order, Mufflers at present 
last about a year but if the fleet shop 
has an impact wrench and a lift, re- 
placing a muffler is about a 30-minute 
job. There are several nationwide 
chains that advertise they will replace 
mufflers in 15 minutes. They actually 
do it in about 30 minutes. 


BODY WORK 
Body work can be done in the fleet 
shop. 
It does not require a great deal of 
equipment unless one goes in for it on 
a grand scale. Many mechanics duck 
body work because traditionally it has 
been farmed out and it seems the easy 
way. 

Paint shops are, of course, a luxury 
only the largest fleets can afford. A 
small spray gun and perhaps some 
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pressurized cans of paint make it pos- 
sible to touch up spots at regular in- 
spection time. Some fleets with good- 
looking trucks use this touch-up tech- 
nique and never do a complete repaint 
job on any truck. You do not need 
Cadillac paint jobs on trucks to keep 
them looking good. 


CHECK INVOICES 

All of this points up the fact that 
constant checking of invoices from 
vendors is a very important factor. 
Add to this some reasonable anticipa- 
tion of requirements so that shop men 
are not sitting around waiting for 
parts or using their time as delivery 
boys, and the shop can probably be 
operated at a ratio of one man for 
14 or 15 trucks. This arrangement, 
which might be called a “limited 
shop,” is the most satisfactory method 
of operation. 

In smaller fleets there is some ques- 
tion. In some places the management 
insists that drivers keep their trucks 
clean and apparently have no trouble. 
If this sounds a little arduous for a 
man who drives and who is classed 
as a salesman, be reminded that the 
drivers of concrete-mixing trucks must 
not only hose down the big complex 
vehicles at the close of every day; they 
must also spray the vehicles with 
soluble oil to prevent wet concrete 
from sticking to them the next day. 

In other locations where living is 
perhaps a little more expensive, fleets 
pay drivers a little extra and _ insist 
that the trucks be kept clean. Usually 
management does not insist upon a 
strict washing schedule. It simply in- 
sists on cleanliness. This system is 
working successfully where the driver 
is paid one dollar a week extra and in 
others where he is paid two dollars 
a week extra, The important thing is 
to make sure that the extra pay is 


clearly earmarked. 


GASSING UP 

Some 
amount of mechanic’s time in gassing 
trucks. To this department this has 


shops lose a_ substantial 


seldom seemed to be a shop function. 
Gassing a truck and checking the oil 
level along with the water level is 
something the driver should do. It has 
been made to seem complicated 
through several misconceptions of the 
requirements of present-day vehicles. 

In the first place, many fleets gas 
trucks every day. This is a mistake 


because it is a waste of time. Most 
delivery trucks need gassing no more 
frequently than every other day and 
some will carry sufficient fuel to make 
twice-a-week refueling feasible. 

Advocates of having the shop re- 
sponsible for gassing trucks seem to 
forget that while a shop man performs 
this sort of lackey service, the driver 
sits there and does nothing. By the 
time the two get through with the 
usual banter some more time is lost 
You might as well be paying them to 
play pinochle. 

One of the objections to driver gas- 
sing is that drivers get careless, with 
the result that there is spillage and 
inaccurate or no recording of fuel 
taken aboard. 

To such people, this department 
can only suggest that they watch a 
gasoline station attendant the next 
time they pull up for gasoline in thei 
own cars away from the fleet tank 
The automatic shut-off valve on the 
pump nozzle, if properly adjusted 
makes spillage almost an impossibility. 
The gas station attendant places the 
hose in your car filler, and while you 
are taking on fuel, he checks the oil, 
battery cooling system level and cleans 
the windshield. It takes no more time 
to do these things than it takes to fill 
the gas tank. Some very recent checks 
show that the ordinary gas station 
attendant completed his chores before 
20 gallons of gasoline had been 
pumped into the vehicle tank. 

It is a little hard for us to under- 
stand why route salesman cannot be 
trusted to keep the gasoline tally 
sheet. These are the same men who 
are daily trusted with your money and 
your customers’ money. If they cannot 
keep track of the income, there won't 
be any need for transportation. 

But if drivers cannot be trusted 
with this simple chore, there is still a 
mechanical means of keeping score. 
A coupon printing head can be at- 
tached to the gasoline pump which 
will print the amont of fuel pumped 
for each fill. The coupons are num- 
bered consecutively. These printing 
heads have been used successfully for 
years in remote locations where driv- 


ers gas up without supervision. They 
are also used where drivers gas up ‘at 


odd hours. 

The point of all this discussion 
about fueling is that where the shop 
is responsible, a great deal of a skilled 


man’s time is wasted when it is not 


necessary. Too many fleets operate 
successfully the other way to permit 


any doubt 


TRUCK OVERHAUL 

This brings us to what some unin- 
formed people consider the heavy end 
of fleet shop work—-the truck over 
haul. At one time this phase of shop 
work was really something to be con 
sidered but now it is largely fiction 
If a shop is overhauling trucks, either 
the preventive maintenance is grossly 
neglected or the selection of the ve 
hicle was not sound in the first place 

It takes a very large fleet of con 
centrated vehicles to justify any kind 
of an overhaul. Or for that matter, the 
overhaul of a major unit. It takes too 
much valuable shop equipment to 
make it possible for a fleet shop to do 
heavy work. And to make it less at- 
tractive, the various units that go to 
make up the vehicle do not fail all at 
once or even reasonably close to one 
time. Shop equipment comes high and 
it must be used often to justify its 
existence 

Then there is the matter of skill. 
Most fleet mechanics are not good 
machinists. They do not have the 
training. If they did, they would have 
a hard time staying good machinists 
because they are called upon to per 
form too many tasks that have nothing 
to do with the skill and they would 
get rusty as shop equipment does 
which is not used often enough. 

This country abounds with engine 
rebuilders who keep the newest equip- 
ment, manned by specialists. Manu- 
facturers always have deals for either 
new engines or short blocks. Even 
Sears Roebuck sells rebuilt engines of 
the popular variety. The advantage of 
using this service in addition to those 
previously mentioned is that a swap 
can be made with the old engine for 
a new one. This cuts down the time 
out of service or carrying a rebuilt in 
stock with the consequent increase in 
inventory. Thus the fleet mechanic is 
called upon to remove and reinstall an 


engine and attach the accessories. 


TRANSMISSION WORK 
Transmission and rear axles are no 
longer troublesome and the replace- 
ment of parts is not difficult or very 
time-consuming. 

Here again vehicle selection is the 
deciding factor on how much of this 


work has to be done. 
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GROW with NID-join in OCTOBER! 
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* VELVET RAINBOW ° H.I.S. ° WHEATEX 


the well-known Hercules brands, are now Pennsalt products. 
Today more than ever, depend on Pennsalt...and your 
Pennsalt distributor . . . for the quality products and service 
that will help you to a smoother, more profitable operation. 





ALKALIES & DETERGENTS BLEACHES ERUSTO® SOURS 


Sparkette® Cloreze® STAIN REMOVERS 
Sparkle® Perchloron® 
Erusticator® 


ame STARCHES Erusto® Oil, Paint and 
ape * Grease Remover 
Pensal-B Pennstarch Be 

Velvet Rainbow® Mist® 


Pensal-M 

Penbrite® once DRY CLEANING PRODUCTS 

Pensuds® Plus Fortified Power-Pak® 
PENNSALT BLUES _ Pennsorb* 

FABRIC CONDITIONER Erusto® Blue No. 16 Solvent Clarifier* 


Whitegard® Quaker Blue® Super-Karb* 


*Trademark of Pennsalt Chemicals Corp, 


Laundry and Dry Cleaning Dept. Pennsalt 
PENNSALT CHEMICALS CORPORATION Chemicals 
East: Three Penn Center, Philadelphia 2, Pa. ESTABLISHED 1850 
West: 2700 S. Eastern Ave., Los Angeles 22, Calif. 
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CONVENTION 





Empire Staters 


at Saranac 


MORE THAN 200 members, allied 
tradesmen and guests turned out for 
the 52nd annual New York State 
Launderers and Cleaners convention 
which took place at Saranac Inn, Sar- 
anac Lake, New York, September 
91-24 

Highlights of the business program 
included presentations by the board 
of directors of the American Institute 
of Laundering meeting in regular ses 
sion; a panel on coin-op drycleaning; 
and Anne Sterling with her story ol 


Public Relations 


AIL directors star 

C. E. Morgan, District 1, described 
a quality control program which has 
been undertaken by 17 drycleaning 
plants in the Atlanta (Georgia) area 
fhe group began a cooperative adve1 
tising program three years ago and 
soon discovered that while their prod- 
ucts and prices were about the same, 
quality differed widely 

To minimize this difference, the 
group eventually hired a housewife 
to make monthly impartial inspections 
of each plant’s work. She is provided 
with a quality check list and gives 
each plant a rating on drycleaning 
and shirts. The program is credited 
with increasing member plant quality 
by an average of 10 percent the first 
year. 

Charles Smith, District 2, suggested 
20 ways to reduce employee turnover 
and absenteeism: 

1. We must keep employee turnover 

records and should have: 

Sound employee selection policies 
and procedures 

Employee reference and health in- 
vestigation 

Employee tests 

Improved employee placement 
Employee orientation, induction 
and follow-up 

Management and supervisory 
training 

Employee training program 
Employee communications 
Management communications 

Job evaluation and wage-salary 
administration 

Clearly defined and _ published 
working rules 


Competitive employee benefit pro- 
gram 
Acceptable personnel program and 
facilities 
Company safety program 
Attitude or opinion surveys 
Promotion-from-within policy 
18. Grievance and suggestion systems 
19. Exit interviews 
20. Termination follow-up letters 

You can make a 10 percent im- 
provement, says Mr. Smith, just by 
keeping records. In our own case we 
have reduced our turnover rate from 
75 percent in 1955 to 20 percent in 
1960. A 12 to 18 percent turnover is 
supposed to be the optimum. We fig- 
ure that it costs us $185 to retrain the 
average new employee in Montgom- 
ery, Alabama, he said. 

James Foasberg, District 4, de- 
scribed the operation of a carhop call 
office, placing particular emphasis on 
the nine-page manual which his com- 
pany has prepared for car hop girls. 
Page (1) tells them who we are and 
what their job is; (2) suggests ways to 
make friends and influence customers; 
(3) describes employee benefits; (4) 
enumerates the services offered; (5) 
tells how to serve a regular customer: 
(6) tells how to handle special cases; 
(7) how to handle complaints; (8) 
how to talk on the telephone; (9) tells 
about selling in general (See page 48). 

Duane Lawrence, District 5, de- 
scribed a new billing system which has 
helped his plant reduce billing costs 
by at least 50 percent. While the sys- 
tem is too involved to explain here, its 
basic concept is to handle paperwork 
on a production basis. Specifically, the 
plant no longer does the billing and 
bookkeeping for each lot of laundry 
The entire day’s volume is processed 
as a single unit once a day. (Bur- 
roughs accounting machines and meth- 
ods are used. ) 

Kenneth Roberts, District 6, encour- 
aged the membership to automate 
washrooms. He admits he was skepti- 
cal of washer-extractors until experi- 
ence taught him otherwise. Here are 
some of the advantages cited: (1) It 
saves space. His plant now produces 
more work in 168 square feet of space 


Continued on page 40 


12th Annual 


Young Men's 


Conference 


Set for Las Vegas, 
November 15-16 


FINAL ARRANGEMENTS are fast 
nearing completion for one of the 
most-looked-forward-to programs of 
the convention year —the annual 
Young Men’s Conference 

The American Institute of Laun- 
dering announces that registrations 
for the conference, heretofore limited 
to young men and women of the in- 
dustry under 40 years of age, are now 
open to laundrymen and women of 
all ages. In keeping with the youth- 
ful theme of the conference, speakers 
were chosen from the “under 40” age 
group. 

The registration fee for the two- 
day conference, which includes 
brunches and a special dinner get- 
together at the Stardust Hotel, is $30 
per person. Those wishing to attend 
may register in advance by contact- 
ing the Membership Department, 
American Institute of Laundering, 
Joliet, Illinois. 


California 
Clinic follows 


The California Laundry & Linen 
Supply Association will hold its Fall 
Clinic at the Tropicana Hotel, Las 
Vegas, Nevada, on Friday and Sat- 
urday, November 17 and 18. The 
program gets under way with a Golf 
Tournament Friday morning on the 
new Tropicana Golf Course across 
the highway from the hotel. 


All roads 
lead to Vegas 


Airlines—Bonanza, Delta, National, 
Pacific Air Lines, TWA, 
United and Western 

Railroad—Union Pacific 


Highways—Routes 91 and 93 
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WEDNESDAY, NOVEMBER 15 

8:30 to 10:00 a.m. 

Registration 

Advance registrants may call for badges and 
tickets at the Registration Desk before 
10:00 a.m. 


9:30 a.m. 

Opening Session 

George Isaacson, general manager, AIL, pre- 
siding. 

“Packaging for Profit,” John Brittain, Parks 
Cleaners, Monterey Park, California. 

“A Little Showmanship and Sales Promotion 
Helps,” Virgil Lane, Lane’s, Greensboro, 
North Carolina, 

“A Huge New Market,” Edward Benton, 
Seven Hour Laundry and Dry Cleaners, Inc., 
Fort Lauderdale, Florida. 

Showing of Industry Strip Film. 


11:30 a:m. 


Brunch 


12:15pm. 
PR Session 
James Foasberg, Foasberg Laundry and 


Cleaners, Inc., Long Beach, California, AIL 
Director of District 4, presiding. 

“PR for PL Pays Off,” Joseph Martin, Capi- 
tal Laundry, Dallas, Texas. 

“Anne Sterling Reports,” Anne Sterling, Di 
rector of Consumer Education, AIL. 


Showing of Industry Film. 


THURSDAY, NOVEMBER 16 

9:30 a.m. 

Vianagement Session 

Cecil Lanham, Director of Research and Edu- 
cation, AIL, presiding. 

‘Selecting a Community and Site,” Frank 
Fite, Fite’s, Tvler, Texas. 

“A Matter of Records,” Bruce Corrick, Den 
ver Laundry and Dry Cleaners, Denver, Col 
orado. 

“What We Have Learned from AIL—Armou 
Research Program,” Lou O’Brien, Mock [- 
Star Laundry Company, Danville, Hlinois 


10:30 a.m. 


Brunch 


1Z2:15° pm. 

Closing Session 

Elmer Strandberg, Assistant Director of Re- 
search and Education, AIL, presiding. 
“Bottle Approach to Budgeting,” Ken Davis, 
Ideal Laundry, Claremont, New Hampshire. 
“Why Don’t We Manage,” Harold Gotthelf. 
Jackson Steam Laundry and Cleaners, Jack- 
son, Mississippi. 

“You Can Still Grow in Family Laundry 
Business,” Allen Corfee, Corfee’s Laundry 
and Dry Cleaners, Sacramento, California. 


2:30 Dan. 
Adjourn 
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Empire Staters... 


than it did in 350 square feet with 
conventional equipment. (2) It saves 
handling. All the clothes had to be 
lifted six times before arriving at 
shakeout tables. Now it takes only two 
handlings. (3) Fewer employees. It 
used to take two full-time men and an 
extra man in the summer tourist season 
to turn out the work. The plant now 
has one full-time man and a part-time 
high school boy, who turned out 10 
percent more tonnage this past year 
The automatic machines also simplify 
training washmen. (4) Costs lower 
The plant saves half the cost of wate 
and the cost of heating it. Washroom 
costs over all are 23 percent lowe 
than they were with conventional 
equipment. (5) Quality improved. 
The plant used to be satisfied with 96 





percent whiteness retention and 4 per- 
New officers, left to right: G. Rolfe Scofield, Jr., Crescent-Puritan Laundry, Rochester, 
president; Wesley Springhorn, Blue Point Laundry, Blue Point, vice-president; Karl 
Wilke. Wilke Laundry, Albany, treasurer; John Leahy, executive secretary 


cent tensile strength loss, but these 
scores were never consistent. Since 
switching to washer-extractors test 
pieces rate 97 and 3 consistently. 


4/29 5S/I3 5/27 6/10 6/24 78 7/22 8/5 8/19 9/2 Gene Hawk. District 7 urged the 
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70 % | 70% ing times. In his own case, he sold his 

60% 60% large downtown plant and built a new 

0% 50% 40) by 80-foot plant designed to handle 

40% 40% about $4,000 a week in laundry and 

sok 30% drycleaning. At the same time, man- 

agement decided to limit its service 

20% —_ area to cover only one-third of the city 
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* cent, since no routeman goes more 
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$550 to $950 per week and operate on 

This 18-week study shows evidence of seasonal variations in coin-cleaning volume. 
Plant “C” started with $2 per load price like the others, then cut back to $1.50 to meet 


competition. But even $1,000 promotion didn’t help 


a Monday-Wednesday, Tuesday- 
Thursday, Wednesday-Saturday sched- 
ule. The minimum stop is 60 cents. 
Shirts are priced at 30 cents, dryclean- 
ing base price is $1.65, Laundry-clean- 
ing ratio is 50/50. 

Irving Garcelon, District 8, told how 
he made one flatwork ironer do the 
work of two. In acquiring a second 
plant in town, management found that 
it had one six-roll ironer in each of its 


plants. The problem was to eliminate 





moving one of the ironers. This was 


Coin-op panelists included (sitting, left to right): Messrs. DeLuca, Long, Graham and eventually accomplished by (1) in- 
Smith. G. Rolfe Scofield, standing, was the moderator stalling two 36-by -30 tumblers with 
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timers to precondition work so that it 
could go through in one pass; (2) by 
feeding large and small pieces through 
the ironer together using, three feeders 
instead of two. The plant now proc- 
esses 19,000 of flatwork in 40 hours 
with one ironer moving at 42 feet per 
minute. The crew consists of one pre- 
conditioning girl, two shakers, three 
feeders, three folders, one wrapper 
and one hank operator. There’s a 
possibility of eliminating one girl with 
the addition of an automatic folder but 
economics of the change are still being 
investigated. 

Russell Dale, Jr., District 10, told 
how his disappointing experience with 
coin-op laundries reaffirmed his faith 
in the family laundry business. “We 
know we can make money feeding 
sheets.” The problem with coin-ops, as 
he saw it, was that anybody could get 
into it. It takes littke money and even 
less know-how. Conversely, it’s diffi- 
cult to get into family laundering and 
the competition isn’t as keen. He be- 
lieved there was a demand for profes- 
sional service even though neither the 
laundryowners nor the customers fully 
realized the need as yet. 

Arthur E. Gelnaw, District 11 and 
president of AIL, outlined AIL’s many 
services and urged members to use and 
promote them. 

Paul J. Rickett, Sr., District 9, was 
the host-director and introduced his 
fellow board members. 


Coin Cleaning Panel 

Is coin-op drycleaning competition? 
“Yes, it is,” said William Browne, NID 
director of public relations, “if vou let 
it be. Actually, the customer doesn’t 
want limited service. He wants profes- 
sional, competent service and personal 
attention. Coin-ops are doing some 
good in teaching people about dry- 
cleaning. The professional will tell 
them what they don’t get in coin-ops; 
e.g., hand finishing, shaping, spotting, 
ete. 

Robert Graham, NID director of re- 
search, gave a report on an NID Fel- 
lowship of Coin-Op Drycleaning for 
the Whirlpool Corporation. Here's a 
summary of the 13-week study: (1) 
The coin machines studied gave com- 
parable cleaning except for the re- 
moval of water-soluble stains. (2) The 
condition of the solvent was accepta- 
ble when clarified after every 12 loads. 
(3) Customer acceptance was good. 
Some 60 to 80 percent of the loads 
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were run between 8:30 a.m. and 5:00 
p.m. Approximately 30 percent of the 
work is done on weekends. (4) Sup- 
ply costs averaged 32.5 cents per load 
based on a study of over 2,000 loads 
(The loads were priced at 8 pounds 
for $1.50.) Without a muck cooker, 
supply costs would average 46 cents 
(5) Seasonal variations in volumi 
were likely to occur as in regular 
drycleaning service. 

To give the membership a chance 
to learn more about coin-cleaning the 
association lined up three panelists 
who operate such plants in New York 
State. They were: Arnold Smith, Robi 
son and Smith, Inc 
DeLuca, Custard & Kistler, Ine., EI- 
mira, and Thomas Long, Plattsburgh 


Gloversville; Sam 


Laundry & Drycleaning Corp. 

Each of their installations had fgi 
units, no attendants, and all depreci- 
ated the equipment over a three-vea 
period. 

Supply costs ranged from 27 cents 
per load up to 58.8 cents in Plant 
“C" which had no “cooker” on 
“sniffer.” 

[wo owners reported their coin-op 
installations did not hurt their regu- 
lar cleaning sales. Mr. Smith said his 
professional sales were off 2 percent 
but that over-all volume was up 7 
percent 

The chairman noted the program 
committee had difficulty in finding 
coin-op operators who would say thei 
installations were profitable 

General conclusions: Coin-op clean- 
ing is here to stay. Professional clean- 
ers are holding back because (1) They 
(2) They 


don't have the money to invest. in 


can see that it pays and/or 


them. 


PR for PL 

Anne Sterling gave the members a 
rundown on all the accomplishments 
of the Public Relations for Profession- 
al Laundries program during the past 
vear. Some of the highlights: Anne 
Sterling monthly interviews on Fabric 
Care carried by 155 radio and TV sta- 
tions in 47. states; 144 newspapers 
carry Anne Sterling’s syndicated col- 
umn; new industry film to be carried 
by 255 TV stations; home counselors 
now number 60, ete. “Never under- 
estimate the power of a woman,” said 
Miss Sterling. “They now control 85 
percent of the nation’s buying power 
Our job is to persuade them to send 
out their laundry..—Henry Mozdzer 











tHE button 
trap 


FAIR WARNING: A sign behind the reg 
istration desk of a hotel in Tulsa, Okla 
homa, reads—“Laundry received by 9 


a.m, returned some day 


CLEAN BREAK: A London man won a 
divorce on the grounds that his wife 
was hygienic to the point of cruelty 
She insisted on disinfecting his suits 
if a passerby so much as brushed 


against him on the street 


SHAGGY TALE: The Parkers Prairie 
(Minn. 


item on a new coin-op thusly—The 


Independent concludes an 
laundry also has a hairy dryer, a 2-lb. 
ironer, a soap dispenser and two 


change machines. 


HIGHLIGHTS: A Broadway starlet re 
cently let her public in on her secret 
for beautiful hair. She rinses it daily 


with a home drvcleaning solution 


FRINGE BENEFITS: Supermarket clerks 
in the Los Angeles area are now en- 
titled to free psychiatric services as a 
result of recently concluded union ne 


gotiations 


HUSBAND SAVER: There's a rumor go- 
ing round that an operator in Okla 
homa will soon install coin-operated 
dishwashers in his plant so the ladies 
can bring along dirty dishes with their 


linens 


EASY DOES IT: Mexican radio pro- 
grams beamed Stateside offer listen- 
ers “free prayer cloths” with instruc 
tions on how to lav them on the body 
for “healing, deliverance and driving 


out evil spirits 


LONG ENGAGEMENT?: Down South a 
drvcleaner got a rush order to fix up 
a wedding gown which had mildewed 


in storage 


HELPEE SELFEE: In New 
thief cleaned out the cash register at 


Haven, a 
a Chinese laundry while the proprie- 
tor was washing clothes next door in 


a self-service laundry 
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STARTING A 
NEW ROUTE? 
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Custom-built for the route. The rugged but lightweight model 
CM-110 has a 250 cubic foot payload capacity in an 8-ft. Metro 
Body. It’s powered by a fuel-saving, 4-cylinder INTERNATIONAL 
engine. Only 14 ft. overall in length. 





ote 


INTERNATIONAL TRUCKS 
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You start saving when you order 
these two new Metro’ models 


You save money. Your initial investment is far lower than what you’d expect to pay for 
a customized laundry delivery truck. 

You save time. Placing your order now assures you of getting a time-saving, work-saving 
INTERNATIONAL Truck with Metro Body when you need it. 


YOU KEEP ON SAVING WITH THE NEW METRO-MITE’ AND NEW MODEL CM-110 


Greater operating economy. Both 4 and 6-cylinder INTERNATIONAL engines deliver 
outstanding savings every operating mile and every idling minute. The 4-cylinder engine, 
for example, requires only 4 qts. of oil per change. 

Lower driver fatigue. Walk-in, walk-through, square cut design means easy access 
front to back. Shorter length simplifies parking, maneuvering and turning. Metros handle 
easily, even on ice and hills. 

Bigger payloads. There’s bonus loadspace in either the 7-ft. body, offered on the Metro- 
Mite (1000 Ib. payload ) or the 8-ft. body on the model CM-110 (2000 lb. capacity ). Both 
models have the extra room to carry 9-ft. rugs or king-sized routes of garment bags. 
Lower depreciation. You get longer life and looks with unitized, factory-undercoated 
Metro Bodies. Their all-around INTERNATIONAL quality and extra value make them worth 
more at trade-in time. See your INTERNATIONAL Dealer or Branch for full details. Inter- 
national Harvester Company, Chicago. 


Peppy all-route Metro-Mite. Flexible model CM-80 has a a 200 cubic foot capacity in a 7-ft. Metro Body. New 
4-cylinder, 90 hp INTERNATIONAL engine lets you cruise over your route without strain or excess wear. 








OR: Eee . . i - & 
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METRO BODIES 
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New officers congratulating each at Pennsylvania Laundryowners convention 


are (left) Fred W. McBrien, Jr., 


president, and James Garrity, vice-president 


Quakers stage telephone test 


ONE OF THE more interesting fea- 
tures of the 53rd annual convention 
of the Pennsylvania Laundryowners 


Association, held at the Haddon Hall 
Hotel in Atlantic City, New 
on September 21-23, pointed up that 


Jersey, 


laundr. telephone sales techniques 
can stand a great deal of improve- 
ment. Billed as a “Mvstery Program” in 
pre-convention literature, this presen- 
tation turned out to be a series of tele- 
phone calls placed without previous 
different 


throughout the state of Pennsvlvania 


warning to Six laundries 

As the 113 convention attendees 
listened in to the conversations ove 
a loudspeaker arrangement, the callers 
on the platform plied the laundry cus 
tomer service personnel at the other 
end of the line with standard con- 
sumer questions and complaints. The 
results were interesting but depres- 
sing. All plants but one failed the 
“test.” The majority of the customer 
service representatives didn’t ask for 
a bundle, nor did they even request 
the caller's name and address or end 
with a “thank you.” 

A look at new equipment and sup- 
ply developments in the laundry and 
drycleaning fields was taken bv a 
panel of speakers that included Her- 
man Gitlow, president of the Linen 
Supply Association of America; 
George W. Klinefelter, Jr., Elite Laun- 


dry of Washington and Baltimore, and 
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\. P. Stetser of the Du Pont Com 
pany 

Mr. Gitlow discussed the develop- 
ment of a new electronic inspectoi 
for flatwork, while Mr. Klinefelter, Jr., 
talked about the new Jet Stream ma- 
chine described in last month’s Laun- 
pRY JouRNAL Guidebook. Mr. Stetser 
told what could be expected from 
Du Pont’s new solvent Valclean in fast 
coin-op drycleaning. 

Further 
com-op drycleaning Was provided by 


insight in the 


Mr. Klinefelter, Jr., who brought the 


audience up to date on his firm’s in- 
stallation in Kensington, Maryland, for 
its 48-week operation. He originally 
began with four coin-op machines, but 
has since expanded to a total of six 
units. His records reveal that complete 
equipment, installation, store outfit- 
ting and __ initial 
amounted to $20,994. His fixed over- 


head costs are $877.50 per month, o1 


promotion — costs 


$204 a week. Supply costs, based on 
a total 5,683 loads for the over-all 
period, amount to 40 cents per load, 
while revenue is $2 a load. 

With a profit of $1.60 per load, 
divided into fixed costs of $204 per 
week, it figures out that he needs $254 
or 127.5 loads per week to break 
even. His average volume, however, 
has been 167.1 loads per week, o1 
$334.20, resulting in actual profit of 
$80.20 per week on his investment. 


realm of 





Although Elite has a package store 
next door, the coin-op store is essen 
tially unattended. The man who looks 
after the package store looks into the 
coin-op two or three times a day 
merely to make sure the equipment is 
running properly. Incidentally, over 
the first 34 weeks operation of the 
coin-op store, the package plant next 
door enjoyed a 10 percent increase in 
volume, all in drycleaning. Mr. Kline. 
felter also pointed out that variations 
in his coin-op volume paralleled by 
exactly the same ratios the ups and 
downs ot drycleaning volume done 
at the package plant. 

“Office Automation” came in for 
attention by Robert C. Archer, AIL 
accounting department manager, in a 
presentation on punched tape account- 
ing, Describing the system now being 
employed by AIL’s laundry on an ex 
perimental basis, Mr. Archer said that 
an office clerk feeds all bookkeeping 
entries into an accounting machine 
that is hooked up toa punched tape 
recorder device. Entries are identified 
by their proper numbers in the Uni 
form Account Classification System 

The tapes are then mailed to a ser\ 
ice center where a computer translates 
the tapes into “human language.” Thus, 
the various sheets returned to the 
plant become the actual accounting 
sheets and ledgers. Aside from the 
original purchase or rental cost of the 
machines used by the clerk, the data 
processing cost is 3 cents per line o1 
entry for computing. Mr. Archer feels 
this system can be a great advance- 
ment in office routine for all size 
plants and said AIL will soon issue a 
final report to update its 
Service Bulletin No. 540-1. 

Elected as president to succeed 
Allan Keiper was Fred W. McBrien, 
Jr., Holland Laundry, Philadelphia. 
as vice-president was James 
Garrity, Hessler’s Laundry, Wilkes- 
Barre, while Raymond F. Kroll, Jr., 


was reelected treasurer. Others elect- 


original 


Chosen 


ed trustees were Donald Parris and 
Wesley Philadel- 
phia, and Aaron Monchik, Pittsburgh. 

Francis Wilkinson, who has spent 


Jennings, both of 


a great deal of his time in his capacity 

of chairman of the Legislative Com- 

mittee battling against restrictive laws 

in the state capital, received a gift in 
appreciation of his efforts. 

—Jerry Whitman 

More Conventions on page 65 
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SALES PROMOTIONAL MATERIALS 


NOW Available for Professional 
Launderers using 


TEX- FLUFF 
BAC-STAT 200 


RESIDUAL RESULTS FOR A MINIMUM 


e Bundle Inserts 

e Posters 

e Button Tags 

e Newspaper Advertising Mats 
e 4-Page Solicitation Folders 


Write to us or to your Supply Distributor for complete details 


Gpohmaom CHEMICAL INDUSTRIES, INC. 
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Have You 
Tried This 


by TED POLLOCK 


How to disagree—agreeably! 


There comes a time in every man’s life when he must 
take issue with someone whom he would preter not to 
offend: a customer, a superior, an associate—even his 
mother-in-law! The ability to disagree tactfully is not onls 
a social advantage; it can be a priceless aid in winning 
cooperation, avoiding mistakes and getting things done. 
Next time you find yourself in the delicate position of hav- 
ing to disagree with somebody, try anv—or all—of these 
techniques: 

Use indirection. Instead of telling a man “You’re wrong” 
or “It won't do,” suggest another outlet for his idea, if at 
all possible. Thus, if he’s drafted a letter to Jones which 
vou feel doesn’t do the job, don’t tell him pointblank that 
its not up to the mark. Do say something like “These two 
paragraphs would be perfect for the letter to Smith.” He'll 
catch on 

Offer alternatives. By suggesting several different ap- 
proaches besides the one advocated, vou provide an indi 
vidual with a face-saving choice and the feeling that hie 
is still making the final decision 

Appeal to the facts. Don’t sav “I disagree.” Rather, point 
out that the facts of the matter disagree. For example, in- 
stead of saying “I don't think we ought to increase produc- 
tion” sav, “According to the figures in Government Bulle- 
tin 35, our market is about 10 percent smaller than we 
figured. Under the circumstances ” Or, instead of sav- 


ng, “I-wouldn’t buy a Blunderbuss automobile if I were 


you” say, “Bill Carter and Charley Glass, both of whom 
own Blunderbusses, say that it leaves a lot to be desired 
For instance ’ Of course, you must be very sure of 
your facts betore citing them 

Ask for his opinion. By inviting the man with whom 
you disagree to participate in finding a better way, you 
take the sting out of your opposition. It’s one thing to say 
“That won't do!”—quite another to ask, “What do you 


think of this modification of your idea?” 
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Five aids to concentration 


Among life’s major frustrations are the well-intentioned 
interruptions of your work by friends, relatives and co- 
workers. Some hints on making vourself less accessible 
when you really must: 

Try rearranging your lunch hours so that you are on 
your job when your co-workers are out eating. Sixty bliss- 
ful minutes of golden silence! 

Shift vour furniture. You may look too inviting in your 
present setup. Try facing the wall or working with your 
back toward others 

Be firm and let your colleagues, friends and family know 
that at certain hours of the day you're strictly “off limits.” 

Find an inaccessible place to work—an attic room, an 
empty office, the public library. (Humorist Jean Kerr, 
mother of five, wrote her best-selling “Don't Eat the 
Daisies” in the front seat of the family car!) 

Let your wife or secretary screen phone calls, inter- 


cepting those of little importance. 


How to “unmail’” a letter 


You may only have to get a mailed letter back once 
or twice in your entire lifetime, but when vou do—vou'd 
probably give your right arm for the requisite know-how. 
Save vour arm! Here’s the lowdown: 

If vou act quickly before vour letter has a chance to 
be delivered—vour chances of recovery are excellent. 
lake along an addressed envelope that duplicates the one 
vou mailed, as well as suitable identification (preferably 
vour driver's license). Go to the post office in the same 
zone as the mailbox in which you dropped your letter if 
vouve addressed it locally, or to the central post office 
in your city if you've addressed the letter for out-of-town 
At the post office, fill out and submit Withdrawal Form 
1509 (Form 3855 for registered mail 

Provided you've acted promptly and the letter hasn't 
left the post office, your chances of retrieving a locally 
addressed letter on the spot are good. If the letter has 
already gone out, the station superintendent will call the 
branch post office to which vour letter was mailed and 
ask for its return. Letters headed for out-of-town take 
longer to recover. Your central post office will wire on 
telephone the addressee’s post office and ask for the lette1 
to be returned. In any event, you must call for vour letter 
im person after your post office informs you of its arrival. 

There is no charge for the return of first-class mail, But 
return postage is charged for second-, third- and fourth 
class mail that is returned from another citv. You must 
also pay for any telegrams or telephone calls used to stop 


delivery. 
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LEAKS 


COST YOU 
MONEY... 


It’s so easy to put off making needed valve and 
parts replacements on your pressing machines 
and steam system. After all, you think . . . those 
leaky valves are only wasting a little steam. 

But, you’d be amazed at how much of your 
profit is going “down the drain” each day — 
not to mention how faulty equipment lowers the 
standard of quality on finished garments! 


Protect your profits... replace with UNITED 
valves and pressing machine parts. They are 
precision-engineered for longer, economical 
service. Check your equipment today—it will 
only take a few minutes! 


SEE YOUR DEALER AND ASK FOR 


Dept. U 


UNITED BRASS WORKS, INC. 
Randleman, N. C. ¢ Phone 7610 


VALVE MANUFACTURERS FOR HALF A CENTURY 


OCTOBER, 1961 
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How to Handle Complaints 


Foasberg’s six-step formula simplifies 
procedure and eases strained relations 


THERE'S A VERY SIMPLE six-step 
formula for handling complaints from 
customers. If you learn it, you can use 
it successfully to handle your husband 
when he complains you burned the 
toast, or for any complaints you may 
meet in life. 

The six steps are: 

1. Sympathize 

Reassure 
Find out exactly what's wrong 
Personalize the error 
Rebuild company’s reputation 
6. Thank the complainer 


Sympathize: 


Vt & GW ly 


A complainer is angry 
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and expects resistance. By sympa- 
thizing immediately, vou take the 
wind out of her sails. In catching a 
hard-thrown ball, you don’t advance 
your hands toward the ball—you let 
the hands give with the ball to take 
the steam out of it. You back up with 
it first. “Well, no wonder you're upset, 
Mrs. Jones. ('d be upset, too.” Don’t 
meet her head-on . 
sympathize. 

Reassure her: She has expected re- 
sistance, and she is afraid you'll do 
nothing to fix the mistake. Her fear 


. back up and 


must be eliminated before she can 


Foasberg follows up on complaints 
with standard 6-by-7-inch triplicate 
Service Form. It is versatile enough 
to cover just about every situation 


talk reasonably with you. “Certainly 
you know, Mrs. Jones, that we'll do 
all we can. I'm sure we can fix this 
up.” 

Find out exactly what's wrong: People 
with complaints almost always gen- 
eralize. They'll start off by saying all 
the work is lousy, when the fact is 
that there's one torn shirt. Get all the 
details of exactly what the complaint 
is—when, what, size, material, color, 
everything that might have a bearing. 
Be specific. 

Personalize the error: You can dislike 
a race, a religion, a political party, but 
you like individual persons belonging 
to all of them. Customers can be mad 
at the company, but not at individuals 
in the company, so point out that this 
is an individual’s error, that we are 
human beings who do make mistakes 
sometimes, that the responsible girl 
will be sorry that she goofed. Make 
it personal even to the extent of blam- 
ing yourself, and she'll excuse the 
error, 

Rebuild Foasberg’s reputation: So we 
goofed—but remind her that we 
handle thousands of garments every 
week without error. Remind her that 
we have the finest reputation in town 
for quality, that an error is unusual 
or we couldn't stay in business. Build 
up the Foasberg name and reputation 
for the future. 

Thank her: Make her feel good. By 
now she’s a little embarrassed that she 
created such a fuss. If she goes away 
feeling that she’s been a little silly, 
she may be too upset to ever come 
back. So thank her for telling you 
about the problem. Tell her most 
people would just quit us and never 
give us a chance to make it right. Let 
her feel that she’s been extra nice to 
cooperate with you so that this may be 
corrected. Build her up so she leaves 
on a cloud, feeling she’s a good citi- 
OL 


zen 


Reprinted from “You and Your Sales 
Job,” a manual for carhop personnel at 
Foasberg Laundry & Cleaners, Long 
Beach, California. 
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THE EXTRA FEATURE THAT MEANS IT’S MADE BY CISSELL 


Count every feature on any Cissell Product— then add one more — 
quality. You'll find this extra feature on the Compact, on every other 


dryer, on each piece of dry-cleaning equipment. Quality has always 
been—and will continue to be—a way of life at @it | 1s La 











“Lazy Susan” saves 
office steps, time 








While you're about the task of 
instituting cost-saving devices and 
methods around the plant, the 
office should certainly not be 
overlooked. 

For example, the office serving 
the combined operations of Birck- 
Fellinger Cleaners and Boushelle 
Rug Cleaners in Chicago form- 
erly had its essential customer 
records situated in standard file 
cabinets along one wall. When 
the office girls were required to 
check past records for a customer 
phoning in, it meant a trip to the 
file while the customer waited 
and a return trip to her desk to 
complete the conversation. This 
scene occurred innumerable times 


during the course of a day. 


To eliminate this walking and 
customer waiting, a circular turn- 
table device was installed in the 
center of the office with six desks 
positioned around it in merry-go- 
round fashion. The turntable has 
vertical, alphabetized slots around 
its perimeter in which files are 
kept. When a call comes in and 
a girl has need for the customer's 
record, she merely reaches over, 
moves the table around until the 
proper alphabetized slot moves 
into view, and pulls out the file. 
When she completes the trans- 
action—having held the customer 
in conversation without interrup- 
tion—the gir] places the file back 
in the file slot. 











Routemen should not SE] |—continued from page 26 


place accounts that are regularly erased from its books 
owing to normal attrition, customer dissatisfaction, competi- 
tors’ actions, etc. And it must be remembered that the can- 
cellation of even a single account means not only the loss 
of the net profit it produced, but-also of the entire gross 
profit it contributed to continuing overhead. Thus, every 
account added by development selling contributes far 
more to the financial kitty than the immediate net profits 
it produces. 

e Accounts added via specialized development selling 
stay on the books far longer than accounts added by more 
traditional methods. Why? Because the laundry routeman, 
freed at last from the psychological pressures of having to 
“get out there and sell,” can now concentrate on the single 
servicing task he knows and enjoys best. And this means, 
of course, better service to each customer, less reason for 
customer dissatisfactions, and less customer vulnerability to 
the blandishments of competitors. Thus the firm that ob- 


tains a new account through development selling is not 
“buying” the single year’s profits produced by the account, 
but the totality of profits it will produce over the years 
ahead. 

e Satisfied customers mean, of course, word-of-mouth 
advertising favorable to your company. And this, as we 
all know, means the addition of many “gratis” accounts to 
your books. 

e Finally, allowing the routeman to concentrate on the 
servicing job he knows and does the best (and from which 
both he and his employer, in the long run, earn the most) 
means less frustration and turnover within the full-time 
route force; less need to recruit, screen and train new men. 

Any laundry executive who considers the above factors 
—and mentally calculates the future profits to be earned 
from the addition of stable, long-term accounts—must cer- 
tainly be motivated to investigate the utilization of a de- 
velopment selling task force by his own organization. O10 


What Fielding SayS about COIN-OPS —continued from page 32 


$350; maintenance after warranty period, $75; prorated 
property tax, $40; Insurance, $20, That’s a total of about 
$1,485 fixed costs per month. To the above figures, the 
investor-type operator would have the cost of an attendant, 
also. It is easy to see why most of the successful coin-op 
laundry operators are husband-and-wife teams who are 
willing to spend enough hours on the premises so addi- 
tional revenue from extra services can be obtained for a 
proper return on the investment. 


Will coin-ops supplant power laundries? 

Coin-op laundries have little chance to supplant power 
laundries since finishing calls for more highly skilled 
employees than coin-operators can afford. However, power 
laundries can profitably substitute their costly call offices 
with an attended coin-op laundry installation. 
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What about the future of coin-ops? 

The future of the coin-op laundry business calls for an 
upgrading in sales techniques by distributors of such equip- 
ment, with the elimination of misleading claims regarding 
the profit picture. Best insurance for the continued popu- 
larity of this type of business appears to rest with the 
operators themselves, who must stress better housekeeping 
and better maintenance of equipment at all times. 


What about coin-op drycleaning? 

Coin-op drycleaning establishments will be owned mostly 
by professional drycleaners. There’s more to drycleaning 
than putting money in a slot. Here in California a laundry 
need not have an attendant on the premises, but state 
law requires a licensed attendant at the drycleaning plant 
at all times it is open for business. [CU 
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SIDE-LOADING WASHER-EXTRACTORS 


Double, even triple your production rate...up to 1200 
lbs. per operator hour with ease. 


Produce more loads per day with WASHEX—the fastest 


washer-extractor to load and unload. 


WASHEX large tilt-back cylinder doors are especially 
adaptable for chute or sling loading for even greater 
production. 

S MODELS 
250 Ib.~2 Pock 
400 Ib.-4 p cket 380 Ib.2 Pocket 
Send for more informa- Ocket 600 Ib._4 Pocket 


tion. Just attach this ad to 600 Ib.-6 Pocket 
your letterhead. 


WASHEX MACHINERY CORPORATION 


@192 BANKER STREET, BROOKLYN 22,N. Y.@ 
10091 


OoCcTropsper, 1961 





New Products 


messages substantial 


of 


selectivity 


( le arer 
interference, im- 


Phe 


without 


reduction 
Rase1 


to 


proved 
will be 
all high-band GI 
Line 


added cost 
lransistorized 
Progre SS mobile radios 
shipped after September 4. 
General Electric 
Products 


Va 


Communi 
cations Department 


Lynchburg 


TEST SANITONE 


Soil aMy 


SOLVENT-USE FOLDERS 


New free literature issued by 
Hoyt “The Snifter,’ 
giving specific ations 
of the company’s Sniff-O-Miser, 


includes 


uses 


and 


“Case Histories” from dry lean 


plants, ind the “Prohit 


ing 


Builder - 
Hoyt 
pany, Westport, Mass. 


Manutacturing Com 
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continued from page 8 


WATER HEATER 
GUARANTEES 

A. O. Smith-Burkay 
ollering a_ five-year 


IS HOW 
guarantee 


ot 


and 


on its complete line com- 


mercial water heaters in 


dustrial units 
Burkay, A. 

ration, Consumers Products Di 

Kankakee, LIl. 


O. Smith Corpo 


VISION, 


HANGING COIN-OP SCALE 


for use in 
the De- 


has a 


A hanging scale 
drycleaning 
tecto-Matic 
15-inch-diameter, 
dial, and 20- by 
minum Phe 
ored green trom 0 to 8 pounds 
marked “Sate Load,” 
marked “Overload” 
and colored red. 
Detecto Scales, Inc., 

Park Ave., Brooklyn 5, N. \ 


cOM-ODps, 


double-fac « 


3530 


20-inch alu- 


tray. tace is col- 


and and 


the balance 


540 


WATER REPELLENT 
Soft-n-Dry, a water repellent, 


said to leave the fabric so 


is 
soft that it is impossible to tell 
by touch whether it has been 
treated, The repellent, a liquid 
requiring a single operation, 
needs no mixing of powders, no 
applic ation, and 
solution. The 
that 


to 


rinsing before 


no neutralizing 


manufacturer also claims 


treated garments are easier 


press, and do not need to use 


hot-head equipment. 
Industries, Sanitone 


3506 Carew 


Emery 
Division 


Cincinnati 2, Ohio 


lower, 


EXTRACTOR-RECLAIMER 

A perc extractor-reclaimer, 
designed for coin-op dryclean- 
ing establishments, comes in two 
models. Model TR-10 has a L5- 
inch basket and 6-gallon 


muck capacity. The 
made of stainless 


a 
drained 
baskets are 
steel, and are equipped with 
removable filter bags. It oper- 
ates on a 110 or 220 volt out- 
let. Bock Bulletin 
able. 

Bock Laundry Machine Com- 
3606 Summit St., Toledo 


18-3 is avail- 


pany, 
Ohio 


BOILER CONSULTATION 


Virginia Chemicals & Smelt 
Company is initiating a tree 


he Ip to 


Ing 


professional service 


At the 


a complete line of 


users of small boilers 


same time, 


Virginia's corrective and pr 


che micals has been 
available. The 
are: Scale Remover 
Solid Scale Remover; Two-Way 
Boile1 Three-Way 
Boiler Circulating 
Water Treatment; and a spec ial 
Fuel Oil Additive. 

Virginia Chemicals & Smelt 


West Norfolk, 


ventive 
mad formulas 


Liquid 


Treatment; 


‘Treatment 


ing Company, 


Virginia 


COMPACT DRY- 
CLEANING UNIT 

The Matador 
drycleaning unit designed for 
use in minimum space, features 


> 
09, a compact 


one valve control for the entir 
cycle from filling and dumping 
to extracting; automatic tank 
sweep; a  35-pound-capacity 
stainless-steel cylinder; single 
bath; and 605 r.p.m. extraction. 
Dept. SS, Hoffman Interna- 
tional Corp., 107 Ave 


New York 3, N. Y. 


Fourth 


HIGH-POWERED 
RADIO UNIT 
The Aerotron 100-watt Slim- 
line Model 6N100/SLT, a high 
powered two-way mobile radio 
unit, combines a compact under 
dash 
with a 
unit placed in the trunk or other 
\ 
the 


under-dash 


transmitter-receiver unit 


high-powered amplifier 


convenient location. small 


cable 
units. The 


weighs less than 9 pounds, the 


coax connects two 


unit 


amplifier less than 14 pounds 

Aeronautical Electronics, Inc., 
P. O. Box 6527, Raleigh, N. C 
ALL-METAL CONNECTOR 

An all-metal bronze and car- 
bon-steel flexible connector, the 
UC3, is designed for convey- 
ance of gases and fluids under 
temperatures up to 750°F, 
Stainless-steel versions are suit- 
able for temperatures of 850°F. 
and 1400°F. The connector fea- 
tures a braided outer cover and 
tub: 
and 


IPB-See. 


for 
extra 


t corrugated inner 
combined flexibility 
strength. A bulletin, 
7A, is available. 
Universal Metal 
pany, 21 33S. Kedzie 


cago 23, Ill. 


Hose 
Ave 


Com- 
Chi 
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ing, Pa. 


BOILER BROCHURE 


de 


Powermaster 


Bulletin No, 1265 
by 
and 


hot 


] 


ima 


Co 


QO 


Pow- 


mnibi 
“« S 


Re ad 


recently 


water 


Orr & Sembower, 
illustrates 


the 
boile I 


designed for modern forced-cir- 


culation hot water heating sys- 


many 


tems, 


side-located 


boiler 


The 
new features 


furnace 


turndown, and _ noise 
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E 


Orr & Sembower 
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WHITEHOUSE ANNOUNCES NEW 


KITTEN FUR PRESS PADDING 


Soft as a Kitten... TOUGH as a Tomcat 


Yes, here’s the padding with nine lives! It’s 100% 

nylon, provides an excellent finish and has 

remarkable heat stability. 

AND YOU CAN’T BEAT IT FOR LOW, LOW 

PRICE! Our tests show that it outperforms many 

pads that are far more expensive. Try it! And save. 360 FURMAN STREET 
NOTE: Also for flatwork ironers. BROOKLYN 1, NEW YORK 


CONTINUED LEADERSHIP THROUGH CONSTANT RESEARCH 
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ELEVATED CONTROL PANEL 

Launderers have one thing in com- 
mon, and that is a lack of space for 
equipment to handle increases in vol- 
ume. The big Beacon Laundry & 
Cleaners in Culver City, California, 
owned and operated by Charles Gil- 
len, is no exception. It’s an old plant 
but immaculate housekeeping, both 
inside and out, belies its age. 

Until recently there was one eye- 
sore in the place, and this was an old- 
fashioned electrical control panel that 
stood on the floor in the midst of the 
laundry presses. The big, clumsy, old- 
fashioned switchboxes were mounted 
on a heavy partial partition that 
blocked out a lot of light right in the 
middle of the big room. 

Son Arnold showed me how their 
plant engineer eliminated this. They 
moved the control panel up to a point 
about 10 feet off the floor in this room 
that has about a 20-foot ceiling. A 
steel platform about 6 feet square is 
anchored to the side of one of the big 
12 by 12-inch timbers that support 
the roof, and is supported by a pair 
of heavy angle-iron braces on the un- 
derside. A plywood panel framed with 
angle iron holds two modern circuit- 
breaker panel boxes that are a fraction 
the size of the old boxes. There is, of 


course, a safety railing of %4-inch 
pipe on two sides, and an opening 
beside the big post for access from 
the metal ladder that runs up the side 
of the big roof support. 

Main electric service line runs up 
the back side of the column to the 
boxes and fans out across the ceiling 
to other points in the room. Really 


neat, now. 


Slick Rail Support Pipe 











LONG AND SHORT RACKS 

Space has become a problem in the 
fast-growing drycleaning department, 
too. Especially for route storage of 
cleaning orders. 

The parrallel storage racks for the 
route orders have been modified 
slightly for greater capacity. Each 
routeman has two lines of his own. 
One is only for hanging full-length 
items such as dresses and long coats. 
The other is a two-level rack for 
pants, jackets and other short apparel. 
This was determined as proper since 
drycleaning averages generally close 
to two short items for every long. It 
has worked out very conveniently and 
solved a real problem. 


KING-SIZED HOPPER 

Beacon really has a king-sized bun- 
dle hopper in the marking room of the 
new drycleaning addition. It occupies 
the whole length of the 20-foot room 


20Ft 
we IG Brace 


Plywood Front 
(% 8" Supply Shelf — 
= 





rt 

“Formica Top 
| 4| FY —) RS] 
| I | see" 
\l - p ip | | Frame : 
and has a formica-topped work sur- 
face. Over the table top, 20 feet long 
by 4 feet wide, is a sloping panel of 
34-inch plywood to form the front of 
the hopper. This panel has a 1 by 8- 
inch plank its entire length, mounted 
with brackets, to serve the markers as 
a supply shelf. Bundles are pulled out 
through a space about 10 inches high. 





Ye" Conduit Frame (Black) 
Barons Metal Screen. 
Exper») (tan) 4d 
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. 5 Rods Position Panel’ s 
At Front of Bins 


FRAME PANELS IN CALL OFFICE 
Like a growing number of plants, 
Beacon is using expanded metal panels 
to enhance the appearance of its big 
call office. Three-quarter-inch conduit 
glistening black 











frames painted a 
frame the sections of light-colored 
expanded metal, and do a great deal 
to brighten up the place. Panels of 
the same material most effectively 
block off the rather uninspiring ends 
of the laundry bundle bins, too. 
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1 | Satinette gives every garment a pliable 
“body” that never cracks or blisters. 
It’s specially modified for deep pene- 


tration into every fiber. 


ag 


3 Satinette gives your garments a satin- 
smooth finish that is comfortable to 


wear and looks better longer. 


It’s a balanced blend of wheat and 


corn. 





yD) Satinette penetrates every layer of 
fabric and leaves no surface film or 


highlights. 


It’s specially treated to remain fluid, 


hot or cold . . . for even better pene- 
tration. 





“THMUTUUNIOTTTNTNT 


&\ Your operators can turn out more 
work ... better... faster. 
It’s lubricated for smooth, easy 


finishing. 


For more information on Satinette, ask your distributor 


or write for the new descriptive folder. 


REE 


-BEACH 


THE KEEVER STARCH CO., COLUMBUS 15, OHIO 
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Exclusive Vamco Dry-Cleanomat Features 


All stainless steel cylinder and condensa- 
tion chamber with lifetime guarantee. 


Porcelain exterior cabinet 


Equipped with Vamco-Arvan commercial 
hydraulic strof-o-matic filter 


Exclusive Vamco-Arvan clean solvent tank 
permits full operation even while precoat- 


ing filter 

Available in batteries of 2 or more for 
maximum flexibility 

Full 9 Ib. capacity 


Pushbutton electrically controlled door 
interlock —cannot be opened while in 
operation 


SPECIFICATIONS: PORCELAIN CYLINDER — MODEL DCP-62 
STAINLESS STEEL CYLINDER — MODEL DCSS-62 


CAPACITY —9 Ibs. 

CYCLE — 39 minutes. 
FINISH—Cabinet top—blue porcelain. 
Front—blue porcelain. Cylinder—stain- 
less steel (Cylinder has removable 
stainless steel rib for lint clean out). 
COIN METER — Electrical, actuated 
from coin mechanism which can be set 
for 1 to 11 quarters with coin return 
and rejector. 

BEARINGS—Heovy duty ball bearings 
with Viton A" Seal—permanent type. 
TRANSMISSION —Two speed cog belt 


and roller chain drive with centrifugal 


clutch. Quiet, smooth spin-speed 430 
R.P.M. 


DOOR INTERLOCK — Electrical push- 
button energizes solenoid to open 
door. Door cannot be opened by cus- 
tomer in case of power failure. 


SOLVENT DRAIN — Gravity dump 
valve, flapper check valve type, sole- 
noid actuated. 


DIMENSIONS 

Height Overall 431.” 
Width ee. 
Depth . 27,” 
Cylinder Diameter . 25-11/16” 


Tub Diameter 
Door Opening .. 


WEIGHT 
Shipping ... 


: 540 Ibs. 
POT VC. MIEN, esicscccsesseseccs 


..510 Ibs. 


ELECTRICAL RATINGS—3 wire, 230V, 
60C. Single Phase Fusing 30 Amp. 
Heater coil—3350W, 250V. Aquastat 
100°-240° F. relay, 2 wire, 120V, 60C. 


MOTORS — Drive motor 2 speed. % 
—Y, H.P. 1725-1140 R.P.M. capacitor 
start with overload protection. 


Blower motor Y, H.P. 115V, 60C. 


EQUIPPED WITH VAMCO FILTRATION SYSTEM MFD. BY ARVAN PRODUCTS INC. 
(A wholly owned subsidiary of VAMCO — see filter specifications) 


Built and 
backed by 


Over 25 years’ experience engineering and manufacturing 
commercial dry cleaning and laundry equipment 


VENDING APPLIANCE MANUFACTURING CORP., 333 Atlantic Ave., Brooklyn 1, N.Y. 
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COMMERCIAL 


20 LB. DucoPash’ 








SPECIFICATIONS: HEAVY DUTY 20 LB. COMMERCIAL 
WASHER PORCELAIN CYLINDER — MODEL VWP-62 
STAINLESS STEEL CYLINDER — MODEL VWSS-62 


CAPACITY — 20 Ibs. dry weight. 


CYCLE — 20 to 25 min. (also avail- 
oble with 31 to 38 min. timer), Vis- 
ible dial showing wash, rinse, and 
spin periods. 


FINISH — Cabinet top — Porcelain. 
Front — Porcelain. Side panels — 
Bonderized and baked enamel. 
Frame —Heavy duty steel welded 
to tub body and complete as- 
sembly porcelainized, completely 
eliminating rusting. 


CYLINDER — Porcelain or stainless 
Steel (slightly additional cost). 
(Cylinder has removable rib for 
lint cleanout.) 


TRANSMISSION —Two speed cog 
belt and roller chain drive with 
centrifugal clutch. Quiet, smooth 
spin. Wash speed 52 R.P.M. Spin 
speed 430 R.P.M. 


DOOR INTERLOCK — Electrical 


push-button energizes solenoid to 
open door. Cannot be opened by 
customer while in operation. 
DRAIN—Grovity dump valve, sole- 
noid actuated, or pump-belt driven 
from double end motor shaft, 2” 
inlet. 

WATER TEMP. SWITCH — Electri- 
cal, toggle type. 

WATER SUPPLY—15 to 120 P.S.I. 
DIMENSIONS 

Height Overall hee 
Width 30” 
Depth 27%" 
Cylinder Diameter 25-11/16” 
Tub Diameter 275" 
Door Opening 12° 
WEIGHT 

Shipping 440 Ibs. 
Net Wt. approx. 420 Ibs. 
MOTOR-—2 Speed % H.P.—'/2 H.P. 
1725-1140 R.P.M. Capacitor start 
with overload protection, 


The Vamco Duo-Wash washer-extractor is 
a heavy duty machine specifically designed 
to thoroughly wash and damp dry up to 
20 pounds of laundry. Its speed, economy, 
convenience, simplicity and safety are years 


ahead of other washer-extractors. 


Here, at last, is a commercial washer- 
extractor, only slightly larger than a do- 
mestic machine, that assures you years of 
heavy-duty, excellent washing and extrac- 
tion performance, at low operating cost 


and minimum maintenance. 


Double Load Commercial 


Washer-Extractor 





Please write, wire or phone for 
additional information. 


Please indicate Type of Busi- 


ness: 





VENDING APPLIANCE 
MANUFACTURING CORP. 


333 Atlantic Avenue 
Brooklyn 1, New York 


CI Distributor 
C) Coin-op Laundry 
C) Dry Cleaner 








Built and Over 25 years’ experience engineering and manufacturing 
backed by commercial dry cleaning and laundry equipment 


VENDING APPLIANCE MANUFACTURING CORP., 333 Atlantic Ave., Brooklyn 1, N.Y. 





NEW 
MANAGEMENT 
TOOL 
CHECKS 
PRODUCTIVITY 
OF 
40 MACHINES 


Now progressive management can have a 
continuous and permanent check on 40 
machines or processes at a central point. 
With the EAI Bar Chart Recorder you can 
determine actual machine productivity as 
well as standby, inoperative, or downtime. 
Other information can also be recorded. 
@ EAI Bar Chart Recorders have enabled 
alert managements to make substantial in- 
creases in output without increasing 
machine investment. Evaluations of plant 
layout, work schedules and equipment or 
process effectiveness have been greatly 
simplified. The recorder normally pays for 
itself many times over in the average plant 
in one year. @ Typical applications include 
scheduling of computers and data process- 
ing equipment, office machines, machine 
tools,.commercial laundry equipment, 
printing equipment, piece-part processing 
or manufacturing operations. @ Write for 
information today on how this recorder can 
assist you in reducing your operating costs. 


EA|-——— 


ELECTRONIC ASSOCIATES, INC. 


Long Branch, New Jersey 
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association 
ACTIVITIES 


Anne Sterling on TV and Radio 


As part of AIL’s campaign to carry 
the laundry industry's message to the 
public, Anne Sterling, director of con- 
sumer education of AIL, is making a 
series of nationwide public appear- 
ances. 

Above she is shown with Johnny 
his TV 
show “Who Do You Trust?” was car- 
ABC network on 108 televi- 
sion stations throughout the country. 


Carson. Her appearance on 


ried by 


Anne Sterling’s monthly fabric care 
interviews are being used regularly on 
radio stations in 17 cities where mem- 
bers of the National 
Fabric Care Home Counselors oper- 


Association of 


ate. Transcripts have been mailed out 
to these stations for the last months 
of the year. The program is in its 
third year. 

Laundries in a number of the 155 
cities where the interviews are broad- 
cast are scheduling their own adver- 
tising spots in close proximity to the 
interviews. Some laundrymen and 
home counselors have succeeded _ in 
getting placement for the interviews 
in their home towns by personal con- 
tact with station personnel. 


NAFCHC 
where the interviews are being used 


Cities with members 


are: Grand Saginaw, 
Mich.; Danville, Galesburg and Deca- 
tur, Ill.; Fort Wayne, Ind.; Rochester 
and St. Paul, Minn.; Jackson, Miss.; 
Claremont, N. H.; Rochester, N. Y.; 
Pawtucket, R. L.; dS. GC: 
Rapid City, S. D.; Tenn.; 
and Milwaukee, Wis. 


Rapids and 


Columbia, 


Memphis, 


NACLEO Meeting a Success 

This past June the National Associ- 
ation of Coin Laundry Equipment Op- 
erators, Inc., held a general meeting 
in New York, and the response was so 





® No more wrinkling 
e No more slippage 
¢ No continual tightening 


with the 
ZEIDLER APRON 
“SUR-DRIVE” 


for Flatwork lIroners 


The Apron ‘‘Sur-Drive"’ is a spiral 
wound material having a special 
“pebble finish.”” It is easily in- 
stalled by your own engineer on 
both upper and lower drive rolls. 
The pebble surface assures true- 
tracking of both aprons—in fact, 
we guarantee both aprons will 
track together! Write for prices 
and full details 


~ 
ALSO—FEED RIBBON ‘‘SUR-DRIVE”’ 
for Longer Ribbon Life 


Available from your DISTRIBUTOR, 
or write direct 


ZEIDLER 


MANUFACTURING CO., INC. 
633 Concord Avenue 
MAMARONECK, N. Y. 











enthusiastic that another meeting is 
planned for the near future. 

Among the topics discussed at the 
meeting was a general liability insur- 
ance plan for NACLEO members. Also 
held was a panel discussion on the 
various problems confronting coin 
laundry operators. Information about 
membership in the association can be 
had by writing to the National Associ- 
ation of Coin Laundry Equipment 
Operators, Inc., Executive Secretary, 
Du Pont Circle Building, Washington 
6, D. C. 


Quaker City Routemen Meet 
In Philadelphia recently, 300 route- 
men attended a meeting sponsored by 
the Philadelphia Laundry Board of 
Trade. They heard Victor D. Oakley, 
Chicago sales-management consultant, 
contend that “any well-trained route 
salesman can, without difficulty, turn 
50 percent of the prospects he calls 
on into customers.” Mr. Oakley was 
introduced by Fred McBrien, board 
president. The meeting was arranged 
by Chantry Davis, executive secretary 
of the group. 
THE 


LAUNDRY JOURNAL 





New Research Director 

Robert T. Graham has been ap- 
pointed the new director of research 
for the National Institute of Dryclean- 
ing. He succeeds Dr. Joseph R. Wie- 
bush, who has held this position for 
the past five years. 

Mr. Graham has been with NID 
since 1951. He introduced many of the 
scientific procedures now used in gar- 
ment analysis, and has developed most 
of the laboratory drycleaning tests for 
fabrics now on the market. For the 
past seven years Mr. Graham has been 
NID’s supervisor of textile and prod- 
uct testing. 

Dr. Wiebush has left NID to be- 
come an associate professor of chem- 
istry at the Naval 
napolis, Md. 


Academy at An- 


Manitoba Managers Meet 

The Institutional Laundry Associa- 
tion of Manitoba held its first annual 
convention at Minnedosa, May 25. 

Craig Bishop was elected president 
of the association. Assisting him will 
be: Bert Withers, vice-president; Mrs. 
Evelyn Gomph, secretary; Harry 
Leaming, treasurer; and Ray Coult- 
hard, chairman of the public relations 
committee. 


Route Zoning Plan 

Fabric Care Services, the AIL laun- 
dry, will establish a zoned system of 
pickup and delivery which has been 
recommended for laundry plants by 
the Armour Research Foundation. The 
system is expected to eliminate waste 
of time and materials, and to increase 
efficiency in the utilization of labor. 
Special calendars were given to cus- 
tomers informing them of the change, 
and reminding them of the days on 
which they are to expect pickup and 
delivery. 


Buckeye Men Elect Officers 

At a recent meeting of the Ohio 
Laundryowners Association new off- 
cers were elected: Arthur Osmon, Do- 
mestic Laundry, Tiffin, president; Dick 
Clark, Kaiser Laundry & Cleaning, 
Xenia, vice-president; Keith Dolbeer, 
Springfield Laundry & Cleaning, vice- 
president; and Robert E. Sutherland, 
West End Laundry & Cleaning, Cleve- 
land, treasurer. 

The association also decided to hold 
its 1962 convention in Mansfield, May 
9-11. 

Continued on page 60 
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Anything you tie by hand in your 
laundry or cleaning operation can 
be tied better, at lower cost, and 
up to 10 times faster with a Bunn 
Tying Machine. 


Any size or shape package or 
box can be tied and receive a slip- 
proof knot that holds tight be- 
cause Bunn machines adjust 
automatically. 


Easy to operate because design 


simplicity eliminates need for spe- 
cially trained or skilled operators. 


This slip-proof, tamper-proof knot 












by machine 


Pays for itself. The labor savings 
you realize rapidly pays for your 
Bunn machine. Maintenance is 
almost unheard of (another cost 
savings). 

Easy movability lets your Bunn 
machine speed operations (and 
save you additional dollars) in 
many departments. 

Free illustrated brochure available 
on how Bunn Tying Machines 
can cut your tying costs. Send 
for yours today! Or, ask for a 
demonstration. No obligation. 





always says, “Tied by Bunn.” 





PACKAGE TYING MACHINES 


for over half a century 








MAIL THIS COUPON NOW 








. |B. H. BUNN CO., Dept. LJ-101 } 

: 7605 Vincennes Ave., Chicago 20, Ill. : 

I Please send free booklet which illustrates how ! 

; we may cut costs with Bunn automatic tying ; 

i] 4 

' Name Z ——_——_—— 

: Company -_ - ; 

B. H. BUNN COMPANY ; Address ina Ts eo ; 

7605 Vincennes Ave., Dept. LJ-101 Chicago 20, Ill. : City __Zone___State_ } 
Export Dept.: 10406 S. Western Ave. Chicago 43, Illinois Boman nnn aanacesane sie tetas as Satara 
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America’s Finest 


WASHER 





CUMMINGS-LANDAU WASHERS 
NEED NO MAINTENANCE! 


C/L's extra rugged construction and superb en- 
gineering have created a line of washers that 
need no maintenance! C/L washers are individ- 
ually busit to your specifications and range in 
size from 24” x 24” up to 66” x 170”. Full or 
partial automation available. 


— 
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ILLUSTRATED: C L 60” x 126 Pullman Slide-Ov 

Washer with double end drive. Specia w front 

lesign for rapid efforties to extract 

ans or sling-forming l a 
model is al available witt 


only C/L gives vou a 
d- YEAR GUARANTY 
on these 6 vital points 


e C/L Evertite Cylinder Door Lock 

e C/L Automatic Shell Door 
Pneumo-Seal Air Lock 

e C/L Sealomatic Trunnion Seal 

@ C/L One Piece Alloy Steel 
Trunnion 


e C/L Rigid Frame 
e C/L Stainless Steel Cylinder 


C/L is the perfect washer to 
team up with the C/L SLING RING! 


| CUMMINGS-LANDAU 
Laundry Machinery Co., Inc. 





60 





ASSOCIATION ACTIVITIES 





Illinois Laundry Exhibit 

Many of the 500,000 people who 
attended the 1961 Illinois State Fair 
passed through the booth of the Ili 
nois Laundry Association and were 
duly impressed. Attesting to the popu- 
larity of the exhibit were the 50,000 
certificates distributed, which were 
good for the laundering of five shirts 
free of charge. The success of the ex- 
hibit was largely due to the work of 
Bob Jannsen, Bill Shay, Jake Ward, 
Lou O’Brien and Ward—the 


men who supervised the show. Ex- 


Larry 


hibitors were Chicago Used and New 
Equipment Co.; Universal 
Machinery Co.; 
Corporation; Gardner-Denver  Co.; 
P. M. Lattner Mfg. Co.; A. Goodman 
& Co.; White Machine Co., Inc.; and 


Reliable Laundry Supply Company. 


Laundry 


Laundry Unipress 


AIL Management Course 

A special management course tol 
institutional laundrymen will be held 
at AIL January 15-26. Some of the 
topics to be discussed will be wash- 
room procedures, selecting supplies 
and equipment, record keeping, finish- 
ing, and handling blankets and_ spe- 


cialities. 


Laundry Promotion Display 


A promotion display that invites 
people to “Graduate to Professional 
Laundering’ is now in production. 
This is part of the AIL’s National 
Public Program. Orders 
have been placed for the 3- by 5-foot 
display by more than 50 Jaundrymen; 
it sells for the cost price of $25. With 
the addition of one paste-on copy line, 


Relations 


supplied with all orders, the exhibit 
may be used away from the laundry at 
home shows, in bank windows and 
many other purposes. All orders and 
remittances should be sent to Mark 
Taber, Advertising Manager, Ameri- 
Joliet, 


can Institute of 


I). 


Laundering, 


Fabric Care Handbook in 
Second Printing 

The first printing of AIL’s “Hand- 
book on Fabric Care,” consisting of 
100,000 copies, has been exhausted 
and a second press run of 120,000 
copies is now under way. The forth 
coming printing will consist of 80,000 
national and 40,000 local versions, At 
present the booklet is being sold only 
to participants in the National Public 
Relations After November 


1, the handbook may be purchased by 


Program. 


nonparticipants but at an increase in 
price of one cent per copy 

The book will be listed in the Or 
tober issue of Good Housekeeping as 
a “Booklet Worth Writing For.” AIL 
suggests that laundryvowners can cash 
in on the publicity by displaving a 
tear sheet of the magazine along with 
copies of the booklet to be given to 


customers. 





LSAA Names Rowland 

The Linen Supply Association of 
America has named Thomas P. Row- 
land director of educational services 
and manager of conventions and ex- 
hibits. Mr. Rowland has served as ex- 
ecutive director of the National Cath- 
olic Cemetery Conterence, Des Plaines, 
Ill. Before that, he had been with the 
New York World-Telegram 2> Sun 


Detroit Business Meeting 

At a recent business meeting of the 
Detroit Dry Cleaning & Laundry In- 
stitute, Lester E. Deeley, 
counselor for the drycleaning indus- 
i talk en- 


Losses.” Also dis 


business 


trv in its early vears, gave 
titled “Profits o1 
cussed was a code of ethics tor dry- 
cleaners and competition with coin- 
op cleaners. 

JRNAL 
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He Just Sold It! 
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Whatever your problem—you too have a ready solution at your 
disposal. Whether you want to buy or sell equipment—have a 
plant for sale or want to add one—secure additional experienced 
personnel—Whatever your problem, the classified advertising 
pages of The Laundry Journal provide a quick, economical answer. 


The readers of The Laundry Journal—professional launderers, 
the cream of the industry—furnish a ready market which you 


can tap at low cost. 


Rates are low—10¢ a word for the first insertion 
and 8¢ a word for each subsequent, consecutive 
insertion of the same ad. Advertisements set in 
capitals or bold face type 15¢ a word, first in 
sertion, 10¢ a word for subsequent, consecutive 
insertions. Minimum charge—$2.00 (new or 
repeat). 

Help Wanted and Situations Wanted ads 5¢ 


a word for the first insertion, 4¢ a word for each 


subsequent, consecutive insertion of same ad 
Minimum charge $1.00 (new or repeat). Capitals 
or bold face type—double these rates. 

Ads includiag full payment must be in our 
hands by the first of the month. Payment 
should accompany all orders. Add cost of 5 
words if answers are to come to a box number 
to be forwarded by us. Rates are net; not com 


missionable. 


For quick action, let us have your ad today. If you prefer— 
send us the facts, and we'll prepare the copy for you. 


THE LAUNDRY JOURNAL 


466 Lexington Avenue, New York 17, N.Y. 


OCTOSER 196) 











trade news —continued from page 10 


Allied 





HARRY BRUCH ROBERT R. GREELEY 





EUGENE E. BLAYLOCK ROBERT JOHNS 


Cowles Chemical Company has added five new men to the 
selling staff of the Jaundry products department. All have 
completed the company’s intensified sales training program. 

Robert R. Greeley will cover the Kansas City territory. 
He replaces Obie White, who has retired. Mr. Greeley has 
been a technical sales and service representative to th 
Jaundry industry for the past 10 years. 

Verne L. Blackwell will cover the New England territors 
vacated by the promotion of Al Jurusz to Pacific district 
sales manager. Mr. Blackwell has sold laundry products in 
eastern Massachusetts for over three years. 

Eugene E. Blaylock will work from Dallas, Tex. He is a 
former laundry and drycleaning plant owner in Norfolk, 
Va. Before that Mr. Blaylock was the general manager of a 
chain of plants. 

Robert Johns will fill a vacancy in the New York City 
territory. He has been a laundry supply salesman in Phila- 
delphia previous to his new position. 

Harry Bruch will cover the Cleveland territory. He has 
been a technical salesman in the office machines and sys- 


tems field for 10 vears 
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VERNE L. BLACKWELL KENNETH BUCHER 


Speed Queen Division of McGraw-Edison Company has 
named Kenneth Bucher to succeed Joseph Groshans as 
commercial sales manager. Mr. Groshans will retire effective 
December 31. 

Mr. Bucher joined Speed Queen in 1953 and has served 
as a field service engineer and assistant service manager. 
Succeeding him in the service department will be James 
Kuehn, a field service engineer since 1953. Other appoint- 
ments were LeRoy Grahn to assistant commercial sales 
manager and Carl Zick to the new position of parts manager. 


Time Savers Inc. offers a chance to analyse your shirt prob- 
lem. Why do your shirt collars curl at the points, roll on 
the edge, break at the back? What makes the button band 
curve like a snake-track, gussets clump like leaves in a 
book, holes appear in the same spot on shirt after shirt? 
Send your shirt problems to its Free Shirt Clinic, invites 
Time Savers Inc., 93-99 Walnut St., Montclair, N. J. First 
send for a form to fill in, describing briefly how your shirts 
are done. Then mail form and two typical finished shirts 
to the clinic. 

Here’s the chance to find out why, without cost other than 
postage of mailing the shirts to Time Savers Inc. 

The firm’s motive is not entirely unselfish. Poor 


lose customers. Shirts washed at home don’t wear Time 
sincer¢ 


shirts 


Savers packaging. So this free Shirt Clinic is a 
effort to help improve the quality of shirt laundering on a 
nationwide basis. 

If, along with the problem analysis, the shirts happen 
to come back to the laundry in a handsome sample package 


is that bad? 


The National Marking Machine Company demonstrated The 
Markmaster and other garment identification machines at 
the U.S. Exhibition in September in Zagreb, Yugoslavia 
Previously National Marking had exhibited equipment at 


the 30th International Trade Fair in Poznan, Poland. 
Continued on page 66 
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dud Wow AJAX... 


THE ONLY CABINET SHIRT UNIT THAT 
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OF SHIRTS & BLOUSES 
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at absolutely no risk or obligation. 


Address your inquiries to AJAX, 
Box 449, Salt Lake City, Utah, or 
contact your nearest AJAX 
representative. 
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AJAX new versatility makes it possible to 
increase your profits through .. . FINER 


QUALITY — HIGHER PRODUCTION — 
LESS FLOOR SPACE —LOWER 
MAINTENANCE. ° 


Since 1929 -- ‘‘The Leader in Design’”’ 


AJAX PRESSES 


619 So. 5th West Salt Lake City, Utah | 





“Tailored-to-Fit" 


STAD-SPUN 
ond STAD -TEX 


PRESS COVERS 


treated for longer 
wear with special 
fabric formulations 





STAD-SPUN all spun nylon covers, 
made regular and “form fitted” 
for all presses where a non-slip, 
non-stick -cover is needed. 


STAD-TEX filament nylon covers, 
especially developed for sleeve, 
yoke and backer presses. 

BOTH FABRICS have improved 
heat and abrasion resistants. 
Write for samples that show the 


various types of STAD-SPUN and STAD- 
TEX Press Covers. 





Tew! STADHAM 


NYLON PADS 


28 and 48 oz. wt. 
CUT TO FIT ALL PRESSES 


Special | 
e 
NYLON DACRON FLEECE 


for wings and 
expander blades 


Sold through all 
leading distributors 


STADHAM 


HER AGON Division 
Philo. 21, Po 


COMPANY INC. + 
1825-31 North 20th St. - 
manufacturers of—pads, covers, bags 
aprons, tapes and textile specialties 
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SEEN 
AND 
HEARD 


Owners of self-service laundries in 


Philadelphia 


prosecution 


must register or face 


under newly approved 


licensing ordinances. Key provisions 
prohibit operation between | a.m. and 
lighting and 
shut off after 
must be 
Sepa 


rate licenses are required for each lo- 


6 a.m., require outside 
illuminated signs to be 
Clothes 


equipped with safety 


midnight. drvers 


latches. 
cation. The annual fee is $25 plus 
one dollar for each washing machine 
and each drver. 

A 
Drew recently 


Columnist Pearson 


quoted Presidential physician Dr. 
Janet 


discontinue diaper service to save the 


Travell as having decided to 


government an “expensive security 
check of all the diaper service's em- 
DSIA have sent 


Pearson and Dr. 


plovees.” members 
letters to 


pointing out the 


Travell, 


folly of jeopardizing 


John Fitzgerald Jr.’s health, just to 
save a little money. 

a 
The Toyo Spinning Co., Ltd., of Tok 


yo, the largest cotton spinner in Japan, 
plans to enter the linen supply and 
uniform rental field by establishing a 
subsidiary firm 

A 
Ontario, laundry work 
National Union of Pub 


became the 


In Hamilton, 
ers Local 37, 
lic Service Employees, 


third civic union to reach a contract 
settlement with city hall negotiators 
this year. The 60 employees who serv- 
ice the Mount Hamilton, Nora-Frances 
Henderson and Hamilton General hos- 
pitals received a 3 percent general in- 


crease retroactive to January 1. The 


increase will bring the minimum 
wages at city-operated laundries up 
to $1.06 tor 
$1.54 for male beginners. 
A 

The West Berlin crisis created labor 
shortages which have hit the service 
industries particularly hard. One cor- 
laundries 


female beginners with 


respondent reports many 








ANDERSON 
COLLAR 


SUPPORT 


es 


PALENTED 








ECONOMICAL 








STAYS IN PLACE 


AVAILABLE IN 


3 GRADES ... Deluxe, Standard and 
Economy grades offer a selection of price 
ranges to the plant operator- 


2 COLORS... now—a choice of green 
or blue to harmonize with your present 
packaging. 


Write for 500 free samples. 


ANDERSON 


COLLAR SUPPORT CO. 


1443 East 120th Street 
Cleveland 6, Ohio 








have doubled the time required to 


process a bundle. 

Home Laundry Man 
” will be the theme 
Laun- 


“Let’s look at 
agement Efficiency 
of the fifteenth 


dry Conference, 


annual Home 
sponsored by th 
Laundry Manufac 


to be held at Pick 


American Home 


turers’ Association, 
Congress Hotel, Chicago, October 
26-27. 

A 


The Aspen Corp. of Syracuse is test 
marketing a new tableted laundry de- 
York. Its 


tergent in upstate Neu 


called “Disc.” 


A 
The City Council of Huntsville, Ala- 
bama, amended the City License 
Code on laundries to require pickup 
stations not in a main laundry build- 


ing to pay an additional $25 license. 
The revision also stipulates that any 
other business, such as a drycleaning 
firm, picking up laundry will pay an 
extra $25 fee. 


concerns, 


out-of- 
affected. 
‘already required to pay $300 


Itinerant, ot 
town were not 
They are 
to do business there. 


A 


for a license 
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returned to their 
Honolulu, 


Striking workers 
jobs at Pacific Laundry, 
Hawaii, after more than five weeks on 
the picket line. Beginners will now 
get a dollar an hour and all 235 em- 
ployvees will receive a 5-cent hourly 
wage increase on August 1, 1962. 


& 


The Amalgamated Laundry Workers 
Joint Board, which services 12 locals 
in Greater New York, had its history 
recounted in the New York State De- 
partment of Labor’s Industrial Bulle- 
tin, September 1961. 


A 


Local municipalities in the state of 
Connecticut do not have authority to 
regulate or license vending machines, 
according to a recent formal ruling 


by the state attorney general. 
A 


A motel operator tells Institutions 
Magazine readers that sheets which 
normally would withstand only 50 to 
100 commercial launderings now last 
through three times that number of 
washings in his own in-plant laundry. 
See “When to Open a Laundry,” July, 


p. 103. 
A 


A hair drver attachment which snaps 
over the clothes port of any of its 
home laundry dryers is now being 
offered bv the Norge 


Borg-Warner Corporation 


& 


Division of 


Attendance tops thousand 
at Georgia’s trade show 


REGISTRATIONS reached the 1,123 
mark for the 55th annual Georgia 
Launderers and Cleaners Association 
convention and 2nd Southern Exhibit 
and Trade Show at the Atlanta Bilt- 
more Hotel, August 11 through 13. 

The panel on coin-op drycleaning 
was one of the major highlights of the 
business program. The panelists in- 
cluded: Roland Williams of the Na- 
tional Institute of Drycleaning; Reg 
P. James II, Econo-Wash Southern, 
Inc.; Herbert Gressens, Whirlpool Cor- 
poration; Tom Donohoe, Norge Sales 
Corporation, and Alan Foster, Clesco 
National Products, Inc. 

Here’s the gist of their talks: 

Profit will be the most important 


VETFORER, 19 6 


factor of development. If there's no 
profit, it won't go anywhere. 
Drycleaners should not worry about 
restrictive legislation. 
The professional 
drycleaners have taken hold and the 
future of the coin-op cleaning industry 


launderers and 


lies in their hands rather than the 
hands of investors. 

The consumer's reaction to coin-ops 
is vitally important. Its too early to 
draw any conclusions yet. But the 
younger teen-age market will deter- 
mine its success within the next five 


vears 


Other talks included Cecil Lan- 
ham’s report on the Armour Research 
Foundation study of laundry practice; 
an inspirational message was also pre- 
sented by Charles White, NID district 
director. 

Herbert Bell, Bell’s Cleaners 
Gainesville, was reelected president 

Others elected were Lamar Haley 
Dixie Cleaners, Marietta, vice-presi- 
dent, and Odie Wilson, Jr., Upson 


Laundry and Cleaners, Thomaston, 


secretary-treasurer. 
Louis A. Klauber is the executive sec- 


retary.—E.K 





FOUND e A quick, easy way to 





remove X-ray developer stains 


Just apply a few drops of Wilson’s ExGo and watch 
those black stains disappear like magic from uni- 
forms, lab coats, linens. Highly concentrated for 
quick, sure action on all silver nitrate base stains— 
including X-ray and photo developer, argyrol, iodine, 
etc. Works like a charm on cotton, nylon, dacron 
white or colored. ExGo has 
no effect on tensile strength . . . does not require 
rewashing of article after stains are removed. 


and other fabrics... . 


Order a bottle of ExGo from your jobber. 








FREE... 


New “Laundryman’s Stain Removal 
Check-Chart.” For a copy write to... 


A. L. WILSON CHEMICAL CO. 


KEARNY, NEW JERSEY 


Se are oat only basiness” 
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Allied trade news 


Continued from page 62 





UNIPRESS AT POZNAN 


SHELDON B. LEE 


Whirlpool Corporation has appointed Sheldon B. Lee to the 
new position of operations manager for the commercial 
laundry and drycleaning equipment division. His responsi- 
bilities 


developing new products. He will also direct all purchasing, 


will include personnel and liason between groups 
order processing, shipping and inventory for the division’s 
administrative offices. Mr. Lee, who is a chemical engineer, 
has been with Whirlpool since 1960. Previous to that he 


held managerial positions with various large firms. 


The Unipress Company recently demonstrated its Cover 
the U.S. Exhibition at the 30th 
International Trade Fair, Poznan, Poland. Among the in- 
Morris 


Unipress Company, and Mrs. Landau, They are watching 


Roto coverall finisher. at 


terested visitors were Landau (right), director of 
Carl Stark, general manager, Penn Overall Supply Company, 
demonstate the features of the machine. 

Tenax, Inc., has purchased Clesco National Products. Inc 
The acquisition marked the entry of Tenax into the coin op 
drycleaning field. Alan Foster, president and founder of 
Clesco, is joining Tenax in its Clesco division. It was an- 
nounced that immediate steps have been taken to triple 


Clesco’s production facilities in Cincinnati and neighboring 


cities. 





at 


Challenge-Cook Bros., Inc., has moved its manufacturing 
and engineering facilities to a new plant in La Mirada, a 
rapidly growing industrial area in Los Angeles. General 
offices will remain at 3334 San Fernando Rd., Los Angeles. 
merger of 
Challenge Manufacturing Company and Cook Bros. Equip- 
ment Co., early in 1960. 


Among the products the firm manufactures at the new 


The move has been planned as a result of a 


plant is the Challenge “Drynamic” laundry tumbler. 
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A Tele-Norm intercommunications system has been set up at 
Acme Drive-In Cleaners, Huntington Station, Long Island, 
N. Y. Intercom stations are located in the main office, at the 
front desk, in the tailoring department, the cleaning plant 
and in the box storage basement. Each of the phones is 
equipped with a button to enable the station to cut into the 
public address-background music speakers for direct voice 


paging. 


The Risdon Manufacturing Co., has purchased the Key-Tag 
Checking System Co. The company will become the Key- 
Tag Division of Risdon, and its products will be manutact 
ured in and shipped from the Risdon Wire Goods plant at 
Waterbury, Conn. Headquarters for the division will be at 


Risdon’s main offices in Naugatuck, Conn. 


Angelica Uniform Company has acquired the Briell-Rodgers 
Cotton Goods Company. Briell-Rodgers will operate as a 


division of Angelica with the same management, personnel, 


products and policies as at present. 





The White Division of the White Motor Company recently 
held a workshop meeting in Cleveland which was climaxed 
by a huge truck show. Territory managers from all parts 
of the United States and Canada attended. Inspecting a 
White P.D.Q. removable power dolly are (left to right 
E. W. Warren; H. W. Haldeman; Gordon Rattray; D. | 
Wheeler, White Division sales engineer; John H. Hill; and 
Robert E. Swarner. 


The Kordite Company has appointed Thomas R. Gillette. 
Jr., district sales manager for Chicago, Minneapolis and St. 
Louis. Mr. Gillette was previously staff-services assistant in 
Macedon, N. Y., and a senior salesman in Seattle and San 


Francisco. 


Norge Division of Borg-Warner Corp. has hired nearly 400 
workers to increase clothes dryer output at its Effingham, IIl., 
plant. The production expansion was made possible not only 
by acceptance of new home dryers but by the recent intro- 
duction of the company’s new 50-pound-capacity commercial 


dryer. 


Commercial Water Heater Co., a new firm in Fort Worth, 
Tex., will now manufacture and market nationally Nick-O- 
Line and Galv-O-Line water heaters and Quick-Way laun- 
dry sets. The newly formed company has acquired the assets 
of three companies—Commercial Heater Co., Multa Prod- 
ucts, Ine., and Comnico, Inc.—which previously produced 
the water line. 

Board chairman and major stockholder is J. M. Neeley; 
JOURNAL 


TRE LAUNDRY 
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exclusive 


VARIABLE 


etic 
Flexible Cleaning Formulas Saves Labor and Time Eliminates Fire Hazard 


Single Bath. Two-bath with separate rinse Complete cleaning and extracting automa- Use of non-flammable Perchlorethylene sol- 
tank and button trap. No inter-mixing of tically controlled and correctly timed for vent, approved by Underwriters Laboratory, 
solvent. Batch system with any combination highest quality cleaning by time proven makes low fire insurance rates available. 

of the above. Manifolding and connections “Formatrol”’, 

provided for sizing or waterproofing. 





tHe PROSPERITY COMPANY 


Division of Ward Industries Corporation 


Factory and General Offices, Syracuse, N. Y. — Sales and Service Facilities in all Principal Cities 


OCcTOoOseteRe, tet 








O. K. Black is president. Other officers of Commercial Water 
Heater are James C. Williams, Jr., executive vice-president 
and general manager, and L. C, Brandt, vice-president in 


charge of sales. D. C. Carver is a sales representative for the 


firm 





GEORGE VAN DOREN FRED VAN DOREN 


Eagle Wash Corp. has acquired the Solupak Co., Inc. Fred 
Van Doren and George Van Doren, former co-owners of 
the majority interest in Solupak, will continue to manage 


the firm which will operate as a subsidiary of Eagle Wash 








Ajax Presses recently held its annual sales meeting in Salt 
Lake City, and it proved to be a real work session—rolled- 
up sleeves and all. Coin-op programs, new lines and uses, 
technical sales training procedures were a few of the topics 
discussed. Product analysis and design, national advertising 
and sales manual uses were among the subjects outlined by 
the speakers. Heading the meeting were Nicholas Strike, 


general manager, and George Strike. sales manager. 





Standard Financial Corporation has transferred the opera- 
tions of its Industrial Time Sales Department to SFC Ac- 
ceptance Corporation, an investment company organized 
under the Banking Law of New York State. 

Simultaneously with the transfer, it was announced that 
Arnold Harlem had been elected executive vice-president 
and general manager of SFC Acceptance Corp. Mr. Harlem 
has served with a number of finance and industrial firms in 
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all phases of credit, collection and documentation of in- 
stallment selling and financing and the creation of national 
time sales programs. 

Shown in the photograph are (left to right): Edwin B. 
Meredith, executive Standard 
Corp.; Mr. Harlem; Theodore H. Silbert, president, Stand- 
ard Financial Corp.; Robert L. Krause, senior vice-president, 
SFC Acceptance Corp.; and Arthur F. Silbert, vice-president, 
Standard Financial Corp. 


vice-president, Financial 


The New York Pressing Machinery Corp. has appointed 
Sam Gerber and Co. of Los Angeles, Calif., its executive 
distributor in Southern California, In addition to carrying 
New York Pressing’s complete line, the California firm will 
carry parts, supplies and offer factory-trained service 


Pennsylvania Pump & Compressor Company has appointed 
three new representatives. They are: Compressors Incorpo- 
rated, 4625 Ardine St., Bell, Calif., for the Los Angeles area: 
Russell & Olson Co., 15820 James Couzens Highway, De- 


troit; and H. Stark Woodward, 124 E. Glendale Rd., Webster 
Groves 19, Mo., for the St. Louis area. 


NEws aBouT people 


EAST 


Coyne Industrial Laundry 
of Syracuse, N. Y., 
ground - breaking 


N. Y., a second five-year plant 
protection certificate and dis- 
service 


tinguished pennant 


held The awards, presented by 


Martin H. Meaney, deputy di- 
cite the 


ceremonies 
recently for a new plant at 
12th and Brandes, Erie, Pa. 


rector of the office 
laundry’s civil defense unit for 
its excellence and efficiency. 
Bath (N. Y.) Veterans Ad- 

Center Snow White Laundry, Sag 
Harbor, N. Y., 


stalled new 


ministration recently 


installed new equipment in recently in- 


its laundry. equipment in its 


drycleaning department 


SOUTH 


Young’s Laundry 
Cleaners, 10th and Main, Pin 
Bluff, Ark., has been 
chased by Porter Cantrell. 


Raymond Young, former own- 


Ruth P. Schaumann has 
been appointed chairman of 
the Northeastern 
the Board of 


oversees the 


Division of 

Regents, which and 
Institute for Or- 
Management — at 
Mrs. 


Schaumann is also secretary- 


yur- 
ganization I 


Syracuse University. 


er, is retiring after operating 
treasurer of the year-old Na- I 


tional Baby Care al years. 


Pnetl the business for 


Davidson Laundry, located 
Ave., 


C., has added a stor- 


Oxford (Pa.) Laundry was 
scheduled to be 
facilities 
Quality 
Route 1. 


on Lexington Thomas- 
ville, N. 


age vault, 


opened | in 
new adjacent to 


Service Cleaners on 


Model and Dry 
Cleaning has begun construc- 
tion of a new plant at W. 
Main St. and N. 
Statesboro, Ga. 

J. E. Brown, Jr., plans to add 


Laundry 


C. Rodney Jefferis was re- 
cently honored by fellow em- College. 
ployees for 50 years of service Proprietor 
as treasurer of West Chester 


(Pa.) Laundry, 322 W. Mar- 
ket St. 


a coin-operated laundry. 


Dy-Dee Service, 60 Canal 


New York Civil Defense St., S. W., Washington, D. C., 


Office recently awarded Pil- 
grim Laundry, Inc., Prospect 


and llth Aves., Brooklyn, 


tHE 


will move into a new million- 
dollar plant at 4812 Minne- 
Ave., N. E., 


sota president 
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Signed, Sealed and Delivered 





F ight TSB ‘with 


Christmas Seals 


ANSWER YOUR CHRISTMAS SEAL LETTER TODAY 
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Harper L. Schimpff announced 
recently. The firm was organ 
ized in 1934 by Mr. Schimpfl 

hn kK. Jones, se« 


retary 


Laundry and 


Poinsett 


Greer (S.C, 
Dry Cleaning on E 
St has installed new dry- 
cleaning equipment as part of 
i modernization program. Th 


pur hased 


company recently 
idditional 
to the 
plet re 


Inge 


property adjacent 
plant and plans com- 


novation and remodel- 


Acme Laundry building on 
W. Rush Ave., Ark., 
purchased by Glen 
Phillips, owner-manager of 
Nu-Way Cleaners, N. Spring 
St. Nu-Way will be 


new location after com 


Harrison 


has been 


housed 
in the 
pletion of remodeling and in- 
stallation of new equipment 
Daytona Beach (Fla.) Laun- 
dry, 411 Auditorium Blvd 
established by Mr. and Mrs 
James H 1923, 
has been purchased by Mr 
and Mrs 
Mr. and 
Brooks. Mr 


Perkins in 


Lee Crenshaw and 
Mrs. Raymond | 
Crenshaw 


is also 
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A Net for Every Service 
A Price for Every Plant 


1 BAR-MASTER 

Nylon Laundry Nets. 260 Denier knitted. In white, 
solid red, blue, green, yellow, brown, black, purple, 
orange. 


rm 
oe 
taboos 
pb oste, 


o--b-we 


2 MASTER-KNIT 


Nylon laundry nets. 260 Denier knitted. In white. 
Solid red, blue, green, yellow, brown or orange on 
request. 


3 BULLDOG, 260 Denier, 2 x 2 


Nylon laundry nets. Woven in white, solid red, blue, 
green, brown, yellow and orange. 


4 MESH TOP NYLON NETS 
Bulldog body with Bar-Master top. White body and 
white top or white body with colored top. 


5 MARK 11 NYLON NETS 
Knitted body with Bar-Master top. White body with 
white top, or white body with colored top. 


6 2x6 NYLON NETS. White only 


Ask your jobber to show you samples and COMPARE! You'll 
see, at first hand, how the Bulldog line gives more from the 
standpoint of quality, service and economy. 


X. S. SMITH, INC. 


RED BANK © NEW JERSEY 





Laundry & Dry Cleaners. Of- 


ficers of the new firm are Tom 


the owner of Dixie Cleaners 
on N. Beach St 

William F. 
vice-president, and 


Maves. 


treasurer. Mr. 


Finn, president; 
Howard, 
James E 


Ed May, Citys 
Laundry and Cleaners, with 
headquarters at 812 S. Galla- 
tin, Jackson, Miss., has opened 
i branch on N. State St. Other 
branches are at 178 E. Grift- 
fith and 700 E. Silas Brown 


owner of 
secretary - 
Finn said an 
addition is planned to house 


dry« leaning equipment. 


(Neb. ) 
Cleaners has 


Broken Bow Laun- 

dry and Dry 
Jasper (Fla.) Laundry and completed remodeling 
Dry Cleaners, owned by C. D. 
Barker and Archie Hicks, was 


destroyed by fire recently 


some 


which includes a store front 


Sno-White Laundromat, 
West Point, Neb., has added 
drycleaning facilities, 


NORTHWEST 


Asher’s Laundry and Dry 
Laundry and Dry 


Cleaning, Selah, Wash., oper- 
ated by Mr. and Mrs. Asher, 
has opened an addition to its 
establishment on S. First St., 


which almost doubles the for- 


Puritan 
Cleaners is building a new 
plant at 3737 Lake St., Oma- 
ha, Neb. W. P. (Bill) Garvey, 
company president, said com 
pletion is scheduled for De- 
cember 1961 
ent plant at 28th and Farnam 
Sts. will be 
1962 to make way for highway 


ae : » on; 
Che firm’s pres- mer space 


Wood 


Center, 


River Convalescent 
Idaho, 


stalling an addition which will 


razed early in 


Jerome, is in- 


construction 
house a laundry. 


Montana Laundry and 


Cleaners, 53 E. Silver, Butte, R. H. Windishar, owner of 
Home Laundry, 206 Cowles 


McMinnville, Ore., 


Mont., has been purchased by 


a new corporation, Montana St. , was 


THE 


4, pak foo Sout ot Kash Rens 
“An a! 4h 
i 


A he le te ey 


th le he eee 
tO a OO OO Oe a A 
a ae 


publicized recently in the Me- 
Minnville 
his work as leader of the Me- 
Minnville 
tions, Inc., program. 


News-Register tor 


Industrial Promo- 


CANADA 


North West Laundry Ltd., 
Winnipeg, Man., was recently 
a contract by the 
Defense for 
during the 
1962. 


awarded 
Department of 
Jaundry services 
year May 3l, 
At the same time Rumford’s 


Ltd. was also awarded a con- 


ending 


tract for laundry services. 
Brockville (Ont.) General 
Hospital, as part of its con- 
tinuing program of expansion, 
is constructing a $200,000 
hospital laundry to be located 
on Emma St. in front of the 
present laundry building. 


R. McQuarrie has been is- 
sued a building permit for es- 
tablishment of a laundry in 


Little Current, Ont 


Crystal Laundry and Dry 
Cleaners, Trail, B. C., has an- 
nounced the opening of a 


new depot in Rossland. 
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(Ont.) Laundry 
and Dry Cleaning has in- 


Clinton 


stalled new equipment valued 
at over $12,000. A, 


the proprietor. 


Garon is 


Woo Kee, retired as own- 
er of Grandview Steam Laun- 
dry. Vancouver, B. C., was 
honored recently when about 
450 relatives and friends, fol 
lowing the Chinese tradition 
of paying respect to old age, 
attended a banquet in honor 
of his 84th birthday 


WEST 


Charles Keplinger has pur 


chased Gene’s Laundry and 
Service, Yer- 


from 


Dry Cleaning 


ington, Nev., Gene 


Hunter. 


Pink and White Laundry, 
Tulare, Calif., he ld a 


opening recently in 


grand 
a newly 
building at 13] 


Co-owners of the 


constructed 
\W Inyo. 
firm are Bob 
Pete Giotta 


Simpson and 


Ralph Sundstrom of Comp- 
ton (Calif.) 


Cleaners — has 


Laundry and 
added two 
stores to his Gardena opera- 


tions 


Byron Lewis, Gila Laundry 


Safford, 
re ported that 


and Dry Cleaners, 


Ariz., recently 
his son, Bill, who for the past 
managed — the 
Globe 


assist him in man 


agement of the Safford plant 


10) years has 
company’s plant in 


will now 


Glen Seaman, 


Laundry and 


Superior 
American Dry 
Cleaners, Santa Maria, Callif., 
is building a new laundry and 


drycleaning plant. 


Laundry, — Vici, 
owned by Ival Greg- 
added self-service 


equipment. In addi 


Gregory 
Okla., 
ory, has 
laundry 
remodeling — has 


tion, some 


been completed 


Mr. and Mrs. Willie Reu- 


del have purchased Masters 
Laundry, Stratford, Okla. 
White Launderers 
and Cleaners, Pasadena, Calif., 
Dave 


Hirschler, has taken on a new 
look. An entire 


House 
recently acquired by 


second floor 


SOCrTosper, +961 


of offices and new garage and 
storage buildings were built, 
and work has started on a 
new drive-in call office. Syca- 
more Cleaners of South Pasa 
dena, also owned by Mr. 
Hirschler, is moving into the 
White House location to form 


a combined operation 


Ed Breitbard of California 
Linen Supply 
Calif., has 


president ot 


Laundry and 
Co., San 
been appointed 
District 4 of B'nai Brith, an 
area that Washing 
ton, Oregon, California, Ari 
zona, Hawaii, Wyoming, Ida 
ho and British Columbia. M1 


Breitbard is secretary of the 


Diego, 


includes 


California Laundry and Linen 
Supply Association 

Joe Free and his son, Jerry 
have Midway Laun- 
dry, Tait, Calif., to the 
Sparkle Cleaners and Laundry 
which they — also 
their 


moved 


building, 


own, to consolidate 


work. 


Mr. and Mrs. W. G. Kling- 
enberg have purchased Ok- 
lahoma Laundry, Buffalo 
Okla., from Mr. and Mrs. J. 1 
Hall. The new 
re-named the business V and 
W Laundry. 


owners have 


Sno-White Laundry has 
been ope ned at 500 N. First 
St., Grants, N. M., with Keith 


Bradley as manage! 


King City (Calif.) Steam 
Laundry has been purchased 
by Mr. and Mrs. H. B. Page 
from the McKinseys. King 
City Cleaners, located in the 
same building, is not affected 


by the sale. 


Blackburn Laundry, operat 
ed by Mr. and Mrs. Dwight 
Blackburn, has 
to a new location at 


Second, Marlow, Okla 


move d 
122 N 


been 


Larry’s Laundry has been 
opened at 129 Hekili St., Kai- 
lua, Hawaii, by Lawrence 
Choy. 

Pilgrim Launderers and 
Cleaners has opened a new 
plant in the Northtown Plaza 
Shopping Center, 
75 and Tidwell Rd., Houston, 
Tex. Donald B. Coker is the 


manager. 


Highway 


MORE THAN 4,000 LAUNDRIES® 


USE 


INVERSAND ZEOLITE 
WATER SOFTENERS! 


Heres Why... 


@ Over 200 sizes—one for every flow 
and capacity 


@ Manual or automatic operation 
@ Single or multiple units 


@ Your selection of six different 
zeolites 


@ Unequalled field service 


@ Prices and terms to suit most budgets 


* Suitable for both commercial and in- 
stitutional laundries. Send for Bulletins 
giving full details—or ask to have Rep- 
resentative call without obligation. Spe- 
cialists for 50 years in the economical 
over-hauling, rebuilding, and moderniz- 
ing of all makes of water softeners. 


ee 


HUNGERFORD & TERRY, INC. 
[CLAYTON 8. NJ 





12 
13 
14 


Stop 


14 informative chapters in 
“HOW TO TRAIN FINISHING 
AND FOLDING OPERATORS 
IN THE LAUNDRY” 


| 


comprise a step-by-step textbook in the techniques 


and equipment used for top quality laundry results. 
Written by Margaret M. Reschetar, outstanding au- 
thority on training finishing operators, this 42 page, 
fully illustrated book tells how to get a program off 
to the right start and how to train every operator in 
each of the laundry finishing departments. 


Topics covered in the 14 chapters include: 
@ The proper finishing of sport shirts 
W Topping, skirting and folding uniforms and dresses 


@ How to train shirt finishers on the yoke, triple- 
head and backing presses 


Learn how to achieve Top-Quality Finishing of shirts 
and wearing apparel by sending for the business- 
building manual that may easily mean hundreds of 
extra dollars to you in the days ahead! 


Only $1 Per Copy 


LAUNDRY JOURNAL 
466 Lexington Ave., New York 17, N.Y. 


Gentlemen: | am enclosing money order or check for 
$...... for which send me .. . copies of ‘‘HOW 
TO TRAIN FINISHING AND FOLDING OPERATORS IN 
THE LAUNDRY” at $1 each. 


Address 


City 


NORTH 
CENTRAL 


Superior Towel and Linen 
Service Co., Cincinnati, Ohio, 
will soon be housed at 481 
Wayne St., Walnut — Hills, 
Ohio. The new building dou- 
bles previous space, according 


to George B. Ruwe, president. 


Samuel B. Shapiro, execu- 
the Linen 


Supply Association of Ameri- 


tive director of 
ca, Chicago, Ill., was one of 
four Chicago-based trade as- 
sociation executives to receive 
the Chartered Association Ex- 
ecutive Award at the 42nd an- 
nual meeting of the American 
Society of Association Execu- 
tives September 3-6 in Den- 
ver, 


Speedy Laundry, 1140 
Grand Blvd., Hamilton, Ohio, 
was damaged recently by fire, 
from an 


apparently resulting 


overheated clothes dryer. 


John A. Normington has 
been appointed general man- 
ager of Robertson’s Dancing 
Doll Laundry and Dry Clean- 
Sault Ste. Marie, Mich.., 


it was announced by James 


ers, 


Robertson, owner 
Adelman-Wisconsin Textile, 


Milwaukee, Wis.., 


with Industrial 


Inc., has 


been merged 
Service Co., it was announced 
A delman-Wisconsin 
Adel- 
May, 
when the firm purchased the 
Textile 


Corp. The merged company 


recently. 
has been a division of 
since 


man Laundry 


Wisconsin 


former 


will have some 200 employ- 


ees in three plants in Milwau- 
lee 
and Green Bay. George Leet, 
Sr., is president of Industrial 


and one each in Oshkosh 


Service. 


Launder- 


now 


Decorah (Towa) 


ers and Cleaners is 
building, it 


Virgil 


housed in a new 
was announced _ by 


Spalding, manager. 


Model Laundry & Dry Clean- 
Sixth St., Ra- 


been remod- 


ing Co., 506 
Wis., 


cine, has 


eled. 


Dry 
Irving Park, 
destroyed 


Laundry and 
2900 
Ill., 


by fire, apparently caused by 


Mother's 
Cleaners, 
Chicago, was 


lint in a duct system igniting. 


F, W. Means and Co., linen 
service firm of Caspian, Mich., 
was visited by the Iron Coun- 
ty Kiwanis Club recently. 

Anderson (Ind.) Laundry 
and Dry Cleaning Co., Inc., 
marked __ its 
In addition 
plant at Third 
the firm now 
Ken- 
pre sident 


recently twenty- 
fifth anniversary. 
to. the 
Sycamore Sts., 
has eight branch offices 
neth Ballinger is 


and general manager 


and 


Crescent Laundry and 
Cleaners, 1215 St., 


Davenport, Ill., was damaged 


Harrison 


by fire which caused two ex- 


plosions and brought minor 


injuries to a dozen firemen 


National Self-Service Laun- 
dry, 1000 W. National Ave., 
Milwaukee, Wis., has installed 
pro- 


drycleaning equipment, 


prietor Gino  Ghera an- 


noun ed 


OBITUARIES 


Dosss, 87, 
founder and former president 
of Monarch 
New 


died 


CHARLES’ M. 


Laundries, Inc. 
Haven, Connecticut, 
August 20. Mr. Dobbs 
president of — the 


Was past 


Connecticut Launderers & 
Association, a char- 
the 


Laundering, and 


Cleaners 


ter member of American 
Institute of 
a director of the old National 
Laundry Owners’ Association. 
Mar- 


Surviving are his wife. 


T 


H 


jorie, a son and three daugh- 


ters. 

THOMAS J. FENTON, 62, for- 
mer partner of Sunshine Laun- 
Company, Chicago, IIli- 
August 19. Mr. 
Fenton had also spent many 
the 
Munger’s Laundry. He was a 
member of the 
Laundry Institute of Chicago- 


dry 


nois, died 


years in industry with 


Professional 


land. Surviving is his wife 
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Cari L. Forrn, 56, owner of 
Model Troy-Pearl 
Dayton, Ohio, died recently. 
Mr. Forth had been in semi- 
retirement. A World War vet- 
eran, he was a past presi- 
dent of the Ohio 
Owners Association, a mem- 
ber of Dayton Lodge 147, 
AF&AM, Dayton Lions Club 
and American Business Club. 


Laundry 


Surviving are his wife and 


three sons, 


R. F. Hunt, sales and service 
representative, Bulk 
Sales Department, Procter & 
Gamble 
pany, died at Pensacola, Flor- 
ida, on August 4. Mr. Hunt 
served the company in Mem- 
Orleans, Cincin- 
nati, and most recently in St. 


Louis. He is survived by a 


Soap 


Distributing Com- 


phis, New 


son and daughter, 


EUGENE C. JAMes, 55, former 
secretary-treasurer of — the 
Laundry, Cleaning and Dye 
House Workers International 
Union, Local No. 46, Chicago, 
died August 19 after an ex- 
tended illness. Mr. James was 
labor 


movement for the past 30 


associated with — the 
years. Surviving are his wife 


and two sons. 


R. Scorr Jounson, 55. for- 
mer owner of White House 


Califor- 


nia, died recently. He was a 


Laundry, Pasadena, 


member of the American In- 


Laundry, 


stitute of Laundering, Nation- 
al Institute of 
California Laundry & Linen 
Supply 


Drycleaning, 


Association and the 
California Drycleaners Associ- 


ation. 


Crevy H. 
dent of Ideal Laundry and 


Dry Cleaning Company, 


Lioyp, 79, presi- 


Bloomington, Indiana, died re- 
cently. Survivors include his 
wife, one daughter and three 
sons. 

Mrs. Danie. E. REARDON, 
operator of Reardon’s Laun- 
dry Company, Atlantic City, 
New Jersey, died at her home 
recently 
Haroitp Sauer, 51, well- 
known allied tradesman, died 
at Hatboro, 
after a lengthy illness. Veteran 


of thirty years in the dryclean- 


Pennsylvania, 


ing industry, he was a machin- 
ery salesman for Washex Ma- 
chinery Corporation for eight 
years. Previously he represent- 
ed Fletcher Works, Inc., and 
Gross Machinery Company, 
all in the Pennsylvania area. 
Mr. Sauer is survived by his 


wife and three children. 


STEVENSON, 65, 
Ide al-Pe er- 
Jamestown, 


WILLIAM E, 
former owner of 
less Laundry, 

Pennsylvania, died at his 
home recently. He was a mem- 
ber of the Jame stown Lodge 


of Elks. 


convention catenpar 


Professional Laundry Institute of Chicagoland 
Terrace Casino, Morrison Hotel, Chicago, Illinois, Novem- 


ber 11 


AllL—Young Men’s Conference 
Stardust Hotel, Las Vegas, Nevada, November 15-16 


California Laundry & Linen Supply Association—Fall Clinic 
Tropicana Hotel, Las Vegas, Nevada, November 17-18 


Southern Distributors Council 
Richmond Arena, Richmond, Virginia, November 17-19 


1962 


National Institute of Rug Cleaning, Inc. 
Queen Elizabeth Hotel, Montreal, Quebec, Canada, January 


13-16. With exhibit 


Louisiana Laundry and Cleaners Association 
Captain Shreve Hotel, Shreveport, Louisiana, January 26-28 


ocTrespete, 1961 





TACO 
TANKLESS 
HEATER 


Unused—Surplus 


(Heat Exchangers) 


Heating range 40° F, 200° F at 5 PSI. Instantaneous, 
mounted on metal supports. Horizontal steel shell 
fitted with straight nonferrous tubes. %4” IPS vent 
and drain connections. Steam working pressure 125 
PSI, with water tube cleaner and set of spare gas- 
kets. 


Two sizes: 
300 GPH: 38” Lx 1212” D. 15 sq. ft. heating 
Gr. Wt: 300% $85.00 ea. 


surface. 


900 GPH: 38” Lx 17” D. 20.9 sq. ft. heating surface. 
Gr. Wt: 6002 $125.00 ea. 
Subject to prior sale. 
Quantity and Dealers Disc. Available. 
Original equipment warranty not provided. 


All units shipped FOB Los Angeles with payment in 
full with order. 


VICO SALES CO. 


8211 So. Alameda St., Los Angeles 1, Calif. LUdilow 1-0143 











Ww You can pin 
in half the time 


SAVE SPACE 
SAVE NETS 


Key-Tag NET-HOLDER | 


Nets are on or off in one mo- , 
tion—the holder helps you pin! 
No lifting, no bending. Holds 
any size net fully open. Rotat- 
ing floor model ($55.00) holds 
5 nets in 20% less floor space. 
Single-net wall or table model 
($8.95) folds completely out of 
way. Special anchor and rub- 
ber tips make nets last longer. 
No hooks to cause injuries. 
Write for bulletin. 


KEY-TAG DIVISION 


THE RISDON MANUFACTURING CO. 
NAUGATUCK, CONN. 


New Jersey Laundry and Cleaning Institute 
Essex House, Newark, New Jersey, February 10 


Diaper Service Industry Association 


Americana Hotel, Bal Harbour, Florida, March 14-17 


National Institute of Drycleaning 
Palmer House, Chicago, Illinois, March 20-22 


American Institute of Laundering 
Convention and Exhibit, Sheraton-Chicago Hotel and Mc- 
Cormick Place, Chicago, Illinois, March 21-25 


Ohio Laundryowners’ Association 


Leland Hotel, Mansfield, Ohio, May 9-11 


Linen Supply Association of America 
Edgewater Beach Hotel, Chicago, Illinois, May 16-20 








classified 
department 





and Situations Wanted ads 5¢ a word f 


Help Wanted 


¢ a word for each subsequent 


five sertion ¢ 


mum charge $1.00 (new or repeat). Capitals or bold face t 


these rates 


Ads including full payment must be in our hands by the first of the 
month. Payment must accompany all orders. Add cost of 6 words tf 
answers are to come to a bor waber to be forwarded by us. Rates are 
net, not commissionable. 





Mail your box number replies to THE LAUNDRY JOURNAL, 466 Lexington Ave., New York 17, N. Y. 





HELP WANTED 


EXPERIENCED SALESMAN-TECHNICIAN FOR ALKALI SALES AND 
SERVICE TO THE LAUNDRY INDUSTRY. STRONG TECHNICAL BACK- 
GROUND THROUGH 3-4 YEARS EXPERIENCE OR A.I.L. GRADUATE 
PREFERRED. OPENING IN PHILADELPHIA-BALTIMORE-WASHINGTON- 
RICHMOND TERRITORY. LABORATORY AND FIELD TRAINING PRO- 
VIDED TO SUCCESSFUL CANDIDATE. SALARY AND TRAVELING 
EXPENSES PLUS LIBERAL BENEFITS. APPLY BY PHONE OR WRITE 
DETAILS OF EDUCATION, EXPERIENCE AND SALARY DESIRED TO 
N. E. SIEMS, PHILADELPHIA QUARTZ COMPANY, PUBLIC LEDGER 
BUILDING, PHILADELPHIA 6, PA. MARKET 7-7200. 2595-7 





Laundry Manager, eastern city, $17,000 weekly volume. Salary $15,000 


to start. Further details after contact. Replies confidential. ADDRESS: 
Box 2600, THE LAUNDRY JOURNAL. 7 
Route sales supervisor: Unusual opportunity for person with proven 
ability to take complete charge of training and supervising ten estab- 


lished city wide retail routes. This company is top quality in its field 
All replies confidential. Mr. Nichols, Plaza 
Kansas City 11, Missouri 2607-7 


and potential is unlimited 


Cleaners & Laundry, 4200 Penn 








SITUATIONS WANTED 





Sales or technician position wanted with large supply or chemical com 
pany. Prefer territory in the southern part of the United States. Have 
18 years experience as plant manager and owner of medium-sized 
plant. Age 32, married with two children. ADDRESS: Box 2598, THE 
LAUNDRY JOURNAL. 5 
SUPERINTENDENT OR SUPERVISOR. 20 years experience. All phases 
family, industrial or linen supply. 43 years old. Production, methods 


ADDRESS: Box 2601, THE LAUNDRY JOURNAL. 


5 


and analysis specialist 


Laundry production manager with many years of experience. All phases 
—linen supply—steam laundry. Can produce successful methods 


ADDRESS: Box 2582, THE LAUNDRY JOURNAL. -5 


Superintendent, laundry and drycleaning. Good production record. Seek 


ing permanent employment 44 ‘years Id. Over 20 years supervisory 
experience. Married with family responsibilities. ADDRESS: Box 2606, 
THE LAUNDRY JOURNAL. 5 








LAUNDRIES AND CLEANING PLANTS FOR SALE 


Good sized laundry in western Massachusetts doing over $75,000 





For sale 
business in family, commercial and linen supply. Owner wishes to retire 
after forty years continuous ownership and will not refuse any reasonable 


ADDRESS: Box 2596, THE LAUNDRY JOURNAL. 2 


offer 


For Sale Reasonable down 


monthly 


Laundry and real estate. payment and 


Death of my husband is reason for selling. Good 
location with high potential for expansion. ADDRESS: Box 2602, THE 


LAUNDRY JOURNAL. 2 


payments 


Old established family laundry and drycleaning plant located in fast 
growing Long Island, New York. Gross over $130,000 yearly. Principals 


only. ADDRESS: Box 2605, THE LAUNDRY JOURNAL. 2 








SUEDE AND LEATHER SERVICE 


SUEDE and LEATHER—Cleaned, dyed, refinished. Guaranteed ‘‘"FRENCH- 
TEX" process. LaFRANCE DYE HOUSE, 7606 Carnegie Ave., Cleveland 
3, Ohio. ‘‘Member of the S. L. R. A.’ 2239-13 





74 


REWEAVING 


Big Extra Profits in Invisible Reweaving: Do it yourself—in your own 
shop, giving customers finest work and prompt service. Find out how 
quickly you can learn to make holes, tears, cuts disappear from all 
clothing and fabrics. Famous original Fabricon professional method 
pays up to $10.00 in an hour, All profits! Write for free details. Fabri- 
con, Dept. J 6238 Broadway, Chicago 40, Illinois. 2474-29 











CONSULTANTS 


Surveys of complete plants, single departments, or individual prob- 
lems. Any type laundry—commercial, linen supply, family, industrial, 
institutional. All phases including methods, incentives, layouts, produc- 
tion controls, mechanical, chemical, textile. HARRY COHEN, LAUN- 
DRY MANAGEMENT CONSULTANT, 745 Fifth Avenue, New York 22, 
N. Y. Tel.: ELdorado 5-1353. 1612-25 











PROFESSIONAL NOTICES 


CARRUTHERS’ BULLETIN—the statistical Bulletin for the laundry and 
cleaning industries—weekly sales reports—monthly cost trends and 
articles of timely interest. 64 Bulletins—$15 annually—check in advance 
1 yr. $13.50, 2 yrs. $25. John Carruthers & Co., Inc., 909 Little Building, 
Boston—a statistical organization affiliated with John Carruthers & Com- 
pany, Accountants and Management Consultants, Boston, Hartford and 
Washington. 201-27 











MISCELLANEOUS MERCHANDISE FOR SALE 


NYLON LAUNDRY NETS 24x36” ONLY $13.50 PER DOZEN. HANKY 
NETS $3.95 PER DOZEN, 18x30” NETS $8.95 PER DOZEN. WRITE L. S. 
SUPPLY COMPANY, 211-57 18th AVENUE, BAYSIDE 60, N. Y. 2241-45 











MACHINERY WANTED 


ALL TYPES OF LAUNDRY EQUIPMENT WANTED. ADDRESS: Box 2384, 
THE LAUNDRY JOURNAL. -3 





All types of flatwork ironers wanted for export. ADDRESS: Box 2537, THE 
LAUNDRY JOURNAL. 3 








REPAIRS — PARTS — SERVICE 
REPAIR PARTS FOR ASHER IRONERS; GEARS ALL SIZES. Expert service 


men. Full line of Asher ironers rebuilt by men who know how. BAEHR 
LAUNDRY MACHINE CO., 29 Calumet Street, Newark 5, N. J 1228-37 











GENUINE PARTS now available for the Smith-Drum IRONERS, WASHERS 
AND TUMBLERS. SMITH-DRUM LAUNDRY PARTS AND MACHINERY 
COMPANY HAS BEEN PURCHASED BY S. SPITZER LAUNDRY MA- 
CHINERY SALES CO., INC., 56-06 CHURCH AVENUE, BROOKLYN 3, 
NEW YORK. 2503-37 








MACHINERY FOR SALE 


USED EQUIPMENT: 42 x 54” -84” -96” American unloading washers; 
42x 84” Troy, American and Ellis two-pocket washers; 200 lb. Prosper- 
ity open-end washers; 100 lb. Glover washer-extractor; 25 lb. Prosperity 
open-end washer. CHICAGO USED AND NEW LAUNDRY EQUIPMENT 
CO., 3128 WEST LAKE ST., CHICAGO 12, ILLINOIS, NE-87764. 2516-4 








Two- and three-girl Power Circle Prosperity shirt units, flush bottom— 
Chandler and Singer hand button machines—25 lb. and 50 lb. open-end 
washers—17” to 30” extractors—42 x 84’ Cascade washers-tumblers, gas 
and steam—Asher ironer—15 hp. compressors—laundry scales—fans and 
motors. Biel's Machinery Co., 25-27 W. 23 St., Bayonne, N. J. Hemlock 
7-3033. 2578-4 
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MACHINERY FOR SALE (Cont'd) 


10 Huebsch 42 x 42” open-end TUMBLERS, in first-class running condi- 
tion, BARGAIN PRICE $550 each. ADDRESS: Box 2557, THE LAUNDRY 
JOURNAL. -4 





NOW AVAILABLE all parts for SMITH DRUM lIroners, Washers and 
Tumblers. Spitzer Laundry Machinery Sales Co., Inc., 54-06 Church 
Avenue, Brooklyn 3, New York. 2539-4 


ASHER ironers 48 x 120, 32 x 120. Rebuilt, big stock, terms. Baehr Laun- 
dry Machine Company, 29 Calumet Street, Newark 5, N. J. 2240-4 


USED EQUIPMENT: 2—42 x 84” Super unloading washers; 2—50” Ellis 
No Trux unloading extractors; 1—American 8-roll 120” ironer with 
spring pad and vacuum; 1—100 lb. Glover washer-extractor combination. 
CHICAGO USED & NEW LAUNDRY EQUIPMENT CO., 3128 WEST LAKE 
ST., CHICAGO 12, ILLINOIS, NE-8-7764. 2517-4 


One—SUPER 2-roll 120” chest-type steam-heated return ironer—factory 
rebuilt. One—Used 8-roll 120” chest-type ironer. SUPER LAUNDRY 
MACHINERY COMPANY, 1113 West Corneiia Avenue, Chicago 13, 
Illinois. 2137-4 


STAINLESS STEEL CONTAINERS FOR 50”, 54” & 60’ UNLOADING EX- 
TRACTORS IN VERY GOOD CONDITION AND READY FOR IMMEDIATE 
DELIVERY. THESE CONTAINERS AVAILABLE BECAUSE EXTRACTORS 
CONVERTED TO C/L SLING RING OPERATION. CUMMINGS-LANDAU, 
305 Ten Eyck Street, Brooklyn 6, N. Y. 2365-4 


UNIPRESS BAS CABINET SHIRT BOSOM PRESS. REBUILT EQUAL TO 
NEW. CUMMINGS-LANDAU, 305 Ten Eyck St., Brooklyn 6, N. Y. 2372-4 


54 x 120” C/L REBUILT MONEL METAL WASHER, NEW DOUBLE END 
ROLLER CHAIN DRIVE, NEW C/L EVERTITE DOORS, DIRECT MOTOR- 
DRIVEN THRU ‘’V"' BELT. EQUAL TO NEW IN EVERY RESPECT. CUM- 





MINGS-LANDAU, 305 Ten Eyck Street, Brooklyn 6, N. Y. 2111-4 
WASHROOM EQUIPMENT FOR SALE: All in A-1 condition. Can be 
seen in operation. 40 HP Gardner-Denver air compressor 9 x 9; 54” No 
Trux American extractor with 2 sets of containers, hoist and monorail; 
42 x 54 Troy Washer; 30 x 30 Jensen metal washer; 42 x 84 Jensen 


4-pocket washer; 42 x 84 American 3-pocket streamline washer; 42 x 84 
Troy 2-pocket streamline washer; 2—42 x 84 American 2-pocket stream 
line washers; 42 x 42 drycleaning tumbler—Huebsch; 50 gallon starch 
cooker; Prosperity air driven mushroom press, D.C. TALLEY LAUNDRY 
MACHINERY COMPANY, 1156 Battleground Avenue, Greensboro, 
North Carolina, Phone: 274-1594 2603-4 


8-roll x 120” American Super Sylon ironer with canopy, A-1 Condition 


-—Can be seen in operation in plant. TALLEY LAUNDRY MACHINERY 


COMPANY, 1156 Battleground Avenue, Greensboro, North Carolina, 
Phone: 274-1594. 2604-4 
Unipress two girl shirt unit, used 5 years, perfect condition. Can be 
seen in operation. $1,500 firm. Ajax flatwork or drapery press, need 


some work, $300. C&W LAUNDRY-CLEANERS, 300 South Division St., 
Blytheville, Arkansas 9599-4 


80 H. P.O. &S. POWERMASTER 150 LB. HIGH PRESSURE OIL BURNER 
BOILER. COMPLETE WITH RETURN SYSTEM. BUILT IN 1958. IN EX- 
CELLENT CONDITION. READY FOR IMMEDIATE DELIVERY. CUM- 
MINGS-LANDAU, 305 TEN EYCK ST., BROOKLYN 6, N. Y. 2597-4 





WILLIAMS LAUNDRY MACHINERY CO.—al! sizes and types of new, 
used and rebuilt laundry and drycleaning equipment: WASHER, EX- 
TRACTORS, TUMBLERS, FLATWORK IRONERS; 1, 2 and 4 girl SHIRT 
UNITS, and many other items available too numerous to mention. Can 
satisfy all machinery needs at BARGAIN PRICES. We are also in a posi- 
tion to furnish parts for all makes and models of equipment. For further 
information CALL Stillwell 6-6666 or write WILLIAMS LAUNDRY MA- 
CHINERY CO., 37-37 9th Street, Long Island City 1, New York 2609-4 


4 sets (8 halves) 50” Ellis extractor baskets; 4 sets (8 halves) 60” Ellis 
extractor baskets; one 72” Purkett cold tumbler, conveyor loader and 
Pivot conveyor; one Burroughs electric adding machine; Petro oil 
burner; Copes boiler feed water BI-2 inch; Bailey air and steam flow 
boiler meter. Contact Mr. J. Woolley, 265 Cortlandt Street, Belleville 9, 
2583-4 


New Jersey. 


FOR SALE: Huebsch steam tumbler 24 x 36, 60 cycles, good running 
order. MODEL LAUNDRY & DRYCLEANERS, 332 East Kern Street, Tulare, 


California. 2584-4 


SoCToser, 1961 





Mr. Laundryowner: 


are your laundry 
methods as economical 
and efficient as they 
could be? 





“Basic Laundry Practices”—a complete 
guide compiled and reprinted from the 
LAUNDRY JOURNAL will help you find 
the answer. Included are such topics as: 


e Water supply and Conditioning 
e Washwheel Maintenance 
e How to Use Starch to Increase Sales 


A clean product, produced 
economically and efficiently, 
can be turned out with the 
application of proven principles. 
Send for your copy of ‘‘Basic 
Laundry Practices’ today. Only 
50¢ per copy. 





THE LAUNDRY JOURNAL 
466 Lexington Avenue, 
New York 17, N. Y. 


Please send copies of BASIC LAUNDRY PRAC- 
TICES at 50¢ each for which | am enclosing my check or 
money order, payable to Basic Laundry Practices. 


Name Title 
Company 

Address 

City Zone State 
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MACHINERY FOR SALE (Cont'd) 





AMERICAN and TROY 5-ROLL 100” IRONERS, ironing goods on both 

sides in single pass. Can be arranged for return feed. CUMMINGS-LAN- 

DAU Laundry 313 Ten Eyck Street, Brooklyn 6, N. Y. 
6766-4 


Machinery Co., 


8-ROLL 120’ AMERICAN and TROY IRONERS, REBUILT IN NEW MA- 
CHINE CONDITION. CUMMINGS-LANDAU Laundry Machinery Co., 313 
Ten Eyck Street, Brooklyn 6, N. Y. 6799-4 


CUMMINGS-LANDAU NOW MAKING QUICK DELIVERIES OF NEW 
ALL-WELDED STAINLESS-STEEL CYLINDERS. REPLACE YOUR WORN 
CYLINDERS WITH CUMMINGS-LANDAU STAINLESS-STEEL CYLINDERS 
WITH OUR PINCH- AND FOOL-PROOF DOORS AND ELIMINATE YOUR 
TEARING COMPLAINTS. CUMMINGS-LANDAU Laundry Machinery Co., 
305 Ten Eyck Street, Brooklyn 6, N. Y. 9706-4 


AMERICAN MASTER CASCADE 44 x 84” 4-COMPARTMENT 4-DOOR 
PULLMAN SLIDE-OUT TYPE MONEL WASHERS, EQUIPPED WITH NEW 
C/L PATENTED HINGED WEDGE LOCK DOORS. CUMMINGS-LANDAU 
305 Ten Eyck, Brooklyn 6, N. Y. 2468-4 


CABINET SLEEVERS, PROSPERITY AND AMERICAN WITH MEASURING 
DEVICE. READY FOR PROMPT DELIVERY. CUMMINGS-LANDAU, 305 
Ten Eyck Street, Brooklyn 6, N. Y. 2112-4 


PANTEX, HOFFMAN MODEL X AND PROSPERITY MODEL EZD AIR- 
OPERATED DRYCLEANING PRESSES. THOROUGHLY REBUILT. CUM- 
MINGS-LANDAU Laundry Machinery Co., 305 Ten Eyck St., Brooklyn 
ie. i. 2178-4 


44 x 84 fully automatic ROBOT washers like new—with supply injection. 
TALLEY LAUNDRY MACHINERY COMPANY, 1156 Battleground Avenue, 
Greensboro, North Carolina. Phone: BRoadway 4-1594 2411-4 


TROY and AMERICAN LATE-TYPE 6-ROLL 120” STREAMLINED FLAT- 
WORK IRONERS. READY FOR IMMEDIATE DELIVERY. CUMMINGS- 
LANDAU Laundry Machinery Co., 313 Ten Eyck Street, Brooklyn 6. N. Y. 

6618-4 


AMERICAN 4-ROLL 100” and 120’ STANDARD FLATWORK IRONERS. 
COMPLETE WITH VARIABLE SPEED MOTORS. NEW MACHINE GUAR- 
ANTEE. CUMMINGS-LANDAU Laundry Machinery Co., Brooklyn 6, N. Y. 

9318-4 


USED EQUIPMENT: 6- and 8-roll 120” American flatwork ironers; 2-roll 
120” American return-type ironer; 110” Chicago Dryer gas ironer. 
CHICAGO USED & NEW LAUNDRY EQUIPMENT CO., 3128 WEST LAKE 
ST., CHICAGO 12, ILLINOIS, NE-8-7764. 2515-4 


20”, 26” 28” and 30” EXTRA-DEEP AMERICAN, FLETCHER, PELLERIN, 
TROY EXTRACTORS. Motor-driven. Some with NEW electrical equip- 
ment. Copper or stainless-steel baskets). READY FOR PROMPT DELIV- 
ERY. CUMMINGS-LANDAU, 305 Ten Eyck St., Brooklyn 6, N. Y. 2222-4 


SMITH—GRANTHAM CONDITIONER & DRYER, 200 LB. CAPACITY, GAS 
FIRED, HARDLY USED. BIEL’‘S MACHINERY CO., 25-27 W,. 23 ST., 
BAYONNE, NEW JERSEY. HEMLOCK 7-3033. 2552-4 


42x 84”, 42x72”, 42x 64” Ellis Stainless Stee] WASHERS. First class 
condition. BARGAIN PRICE. Must sell immediately!!! ADDRESS: Box 
2594, THE LAUNDRY JOURNAL. 4 


For sale: One Natco water heater, model SP75 with automatic gas con- 
trols, cost new $3,300. Sell for $1,200. In use two years only, excellent 
condition. We offer like new, Prosperity and Unipress 54 apparel 
presses at $475 each. New list is $1,100. Harold Stegmiller, 2747 17th 
Avenue Court, Moline, Illinois. 2575-4 





FOR SALE: Troy 6 rol] 120” flat work ironer; 80HP Nebraska water tube 


boiler in excellent condition with Excelsior combination oil and gas 
burner, new controls; Refinite water softener complete. Mr. Garcelon, 
The Knox Laundry, Galesburg, Illinois. 2608-4 
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40” AMERICAN OPEN TOP EXTRACTORS WITH AUTOMATIC BRAKE 
RELEASE. 40” HOFFMAN EXTRACTOR WITH EXPLOSION PROOF MO- 
TOR. CUMMINGS-LANDAU Laundry Machinery Co., 305 Ten Eyck St., 
Brooklyn 6, N. Y. 598-4 


MONEL METAL WASHERS. AMERICAN CASCADE, 1 COMPARTMENT, 
1 DOOR, MOTOR-DRIVEN, 30 x 48” 30 x 30”, 94 x 36” 24 x 24”, RE- 
BUILT LIKE NEW. CUMMINGS-LANDAU Laundry Machinery Co., 305 
Ten Eyck St., Brooklyn 6, N. Y. 693-4 
60” AMERICAN ZEPHYR, HOFFMAN AMICO and TOLHURST CENTER 
SLUNG OPEN TOP EXTRACTORS WITH COPPER AND STAINLESS STEEL 
BASKET. CUMMINGS-LANDAU Laundry Machinery Co., 305 Ten Eyck 
St., Brooklyn 6, N. Y. 600-4 
HUEBSCH 25” COMBINATION HANDKERCHIEF AND NAPKIN IRONERS 
COMPLETE WITH FLUFFER AND TABLE, 4 CISSELL MASTER HOSIERY 
DRYERS, LIKE NEW. CUMMINGS-LANDAU Laundry Machinery Co., 
305 Ten Eyck Street, Brooklyn 6, N. Y. 9943-4 





AMERICAN 120”, 12-ROLL IRONER, THOROUGHLY REBUILT, IN NEW 
MACHINE CONDITION. READY FOR IMMEDIATE DELIVERY. CUM- 
MINGS-LANDAU Laundry Machinery Co., 305 Ten Eyck St., Brooklyn 6, 
iN: as 647-4 
48’, HOFFMAN AMICO, FLETCHER WHIRLWIND and AMERICAN OPEN- 
TOP MOTOR-DRIVEN EXTRACTORS. READY FOR PROMPT DELIVERY. 
CUMMINGS-LANDAU Laundry Machinery Co., 313 Ten Eyck Street, 
Brooklyn 6, N. Y. 6983-4 


Five 42 x 84” AMERICAN MASTER CASCADE DOUBLE END-DRIVEN 
MONEL WASHERS with 2-compartment, 2-door cylinders. IN EXCELLENT 
CONDITION. SOME EQUIPPED WITH NEW MOTORS and CONTROLS. 
CUMMINGS-LANDAU Laundry Machinery Co., 313 Ten Eyck Street, 
Brooklyn 6, N. Y. 6910-4 
2-ROLL 100”, 110” and 120’ AMERICAN AND CL RETURN-FEED IRON- 
ERS. MECHANICALLY EQUAL TO NEW. CUMMINGS-LANDAU Laundry 
Machinery Co., 305 Ten Eyck St., Brooklyn 6, N. Y. 735-4 


PROSPERITY POWER CIRCLE 2 GIRL SHIRT UNIT CONSISTING OF THE 
FOLLOWING PRESSES:—COLLAR AND CUFF, BOSOM, YOKE AND 
TWO LAY SLEEVE PRESS. CUMMINGS-LANDAU Laundry Machinery 
Co., 305 Ten Eyck St., Brooklyn 6, N. Y. 9942-4 


PROSPERITY LATEST TYPE SPORT SHIRT UNIT, complete with TUMBLER 
AND DRYSET VACUUM UNIT. Used less than one year. Equal to new 
in every respect. Cummings-Landau Laundry Machinery Co., 305 Ten 
Eyck St., Brooklyn 6, N. Y. 1537-4 


AMERICAN MASTER CASCADE, DOUBLE-END-DRIVEN, CONVERTED 
TO SILENT CHAIN DRIVE AND ‘’V"’ BELT DRIVE AT MOTOR, 44 x 96”, 
44 x 108”, 44 x 120’ MONEL METAL WASHERS with 3 and 4 pockets. 
CUMMINGS-LANDAU, 313 Ten Eyck St., Brooklyn 6, N. Y. 1726-4 


AMERICAN STREAMLINED 6-ROLL IRONER, WITH HAMILTON SPRING 
PADDED ROLLS AND VACUUM DEVICE, IN NEW MACHINE CONDI- 
TION. CUMMINGS-LANDAU, 313 Ten Eyck St., Brooklyn 6, N. Y. 1729-4 


AMERICAN, TROY AND SMITH-DRUM MONEL METAL WASHERS. 
MOTOR-DRIVEN, 42 x 96” 2-POCKET and 3-POCKET; 42 x 72” 2. 
POCKET. CUMMINGS-LANDAU, 3172 Ten Eyck St., Brooklyn 6, N. Y. 

1730-4 


48 x 126” AMERICAN MAMMOTH CASCADE WASHERS WITH NEW 
ELECTRICAL EQUIPMENT AND NEW 3-, 6-, or 9-COMPARTMENT 
STAINLESS STEEL CYLINDERS. CUMMINGS-LANDAU Laundry Machin- 
ery Co., 313 Ten Eyck Street, Brooklyn 6, N. Y. 9368-4 


6—AMERICAN SUPER-ZARMO DUCK COAT PRESSES; 4 AMERICAN 
FOLDMASTERS, EITHER FOR 7”, or 8” FOLD. CUMMINGS-LANDAU, 
313 Ten Eyck St., Brooklyn 6, N. Y. 1733-4 


40” AMERICAN, TOLHURST, TROY DIRECT MOTOR-DRIVEN EXTRAC- 
TORS. CUMMINGS-LANDAU, 305 Ten Eyck Street, Brooklyn 6, N. Y. 
2110-4 





5—Dyna Wash—Laundry washer-extractor combinations, 300 lb. capac- 
ity, in excellent condition, reasonably priced. Act immediately!!! AD- 
DRESS: Box 2577, THE LAUNDRY JOURNAL. -4 


54” FLETCHER TWINTAINER UNLOADING EXTRACTOR WITH 2 SETS 
OF CONTAINERS. USED APPROXIMATELY ONE YEAR. EQUAL TO 
NEW. CUMMINGS-LANDAU, 305 Ten Eyck St., Brooklyn 6, New York. 

2592-4 


AMERICAN FORMATIC DOUBLE-BUCK CABINET SHIRT UNIT. READY 
FOR IMMEDIATE DELIVERY. CUMMINGS-LANDAU, 305 Ten Eyck St., 
Brooklyn 6, New York. 2593-4 
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MR. MANUFACTURER— 


In this issue—pin-pointed 
articles providing answers 
to top laundry management 
on such timely subjects as— 


>» SALES—Routemen 
should Not Sell— 
Separate teams for 
Selling and Servicing 


>» COIN-OPS— 
A Super-salesman 
Looks At The Future 
of Coin-ops 


> TEXTILES—What 
About Hospital 
Blankets 


> TRUCK MAINTENANCE 
—What Can Be 
Reasonably Expected 
From Your Shop 


They're articles that work 
for the progressive laundry- 
men — helping the plant 
owner build his business, 
maintain efficient opera- 
tion, and increase his prof- 
its—making him a prime 
prospect for your equip- 
ment. 


This is the kind of editorial 
support your advertising 
needs and gets—cover to 
cover—in every issue of 


THE 
LAUNDRY 
JOURNAL 


466 Lexington Avenue 
New York 17, N. Y. 
ORegon 9-4000 
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Market Research Wanted 
To the Editor: 

In the January 1961 issue of you 
magazine there appeared an article on 
Philadelphia showing statistics on pro- 
fessional laundry sales. Could we ob- 
tuin a copy of this issue? 

We would also appreciate receiving 
a copy of “25-Year Summary of Prog- 
ress’ ‘which you issued and “Patterns 
for Success” contained in your Octo- 
ber 1960 issue 

If you have any information, either 
in the way of articles or through re- 
search on laundry softeners or the bac- 
tericidal quaternary market, we would 
appreciate it very much 

Emit VAN LEEUWEN, Ph.D 
Sun Chemical Corporation 
New York, N. ¥ 


lo the Editor 
Research in the Laundry Equip- 
ment Distributor’s field has led me to 
vour organization. I am trving to get 
information regarding the operations 
and distributing practices of the major 
laundry machine distributors in the 
country, This information will be used 
to help me write a thesis for my grad 
uate work at Babson Institute. 
JosepH F, Ryan, C.P.A 


Boston, Massachusetts 


“Somehow it isn’t the same 





Let’s Hear from You... 
We welcome your inquiries, your 
views about every phase of the 
laundry industry, your problems 
and your solutions to problems. 
Address letters to: 
The Editor 
The Laundry Journal 
466 Lexington Avenue 
New York 17, N. Y. 











Four in One 


To the Editor: 

Can you recommend one product 
that combines the following four 
things: sour, sodium bisulphite (to in- 
hibit chlorine carryover), fluorescent 
dye (to eliminate blue) and _ fabric 
softener? 

I now use these four items sepa- 


rately plus liquid bleach, soap and 


alkali 
L. CASHMAN 
Victoria Laundry 


Tuckahoe, New York 


There’s at least one product on the 
market which claims to do all these 
things. Further information is being 


sent.—EDITOR 


I miss having a friendly little routeman to fuss at.” 


Pounds /Patient 
To the Editor: 

With reference to item #2, page 39, 
September issue of THE LAUNDRY 
JourNAL—the new laundry manager 
at St. Vincent’s Hospital in Chicago, 
Illinois, must be a whiz. 

We would like to know how a 50- 
bed hospital with an average census 
of 32 can possibly have 40,000 pounds 
of soiled linens a week. This is ove 
175 pounds per patient per day, and 
a most remarkable feat. 

We enjoy reading your magazine, 
though 

Rospert L. STOLZ 
Assistant Administrato1 
Halstead Hospital 
Halstead, Kansas 


Oops. Sorry. That was the monthly 


volume.—Ep1Tor 


Very Pleased 
To the Editor: 

We were certainly very 
with “The Ten Commandments ot 
Route Selling” by Victor D, Oakley, 


appearing in the August 1961 issue of 


pleased 


THe Launpry JOURNAL... we would 

very much like to have 25 copies, or 
reprints, of this very fine article. 

Horatio B, Lewis 

Director, Public Relations 

Dy-Dee Wash, Inc. 

Detroit, Mich. 


Sales Commandments 
To the Editor: 

[ would appreciate it very much if 
your would send 15 reprints of the 
article “The Ten Commandments of 
Route Selling” from your August 1961 
issue. 

I thought the article was very well 
done and can be an excellent guide 
and reminder to our route salesman. 

RoBERT J. Brooks, President 
Oliver’s Laundry & Dry Cleaning Co. 


Tucson, Ariz. 
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THE ERMES WEDGE TYPE DOOR 


WASHER CYLINDER 





The Ellis non-pinch Wedge-Type Door is another special feature de- 
veloped exclusively for the Ellis line of Heavy Duty Washers. It is a 
guaranteed cylinder door, and the only one that improves with use and 


age. 


The unique design insures a positive tightly sealed door under all 
operating conditions. This is achieved by seating the door from inside the 
cylinder, All four sides of the door are tapered, and seated in matching 


tapers in the cylinder. 


The weight of the revolving load striking the door from the inside drives 
the door tightly into its seat, and prevents it from moving or working 


loose. When unlatehed, the door releases instantly due to the tapered fit. 


CYLINDER This trouble-free door laps in its seat, and actually improves with age. 
BOTTOM Abrasives from emery dust, filings, dirt or grindings, encountered in 
washing, have no damaging effect on it. 
Note how the Door seats We have installations 25 to 30 years old where the original wedge-type 
inside the eylinder on doors are still in use... with no signs of impairment. 


tapered jams and _ sills. 
Ellis adi ane ed design and finely engi- 


eth ' load force 

Action of the load forces neered construction help to protect your 
the Door into tighter fit investment and prolong your equipment 
and prevents movement. in service and economy. Contact us for 


vour next washer installation 


2444 N ORTH CR AW FOR D AVENUE 


CoN A aa CHICAGO Elia a tS 


Mr. George W. Kriegh, Pacific Coast Factory Representative of The Ellis Drier Co., 1786 N. Spring St., Los Angeles 31, Calif. 


We carry a complete stock of repair parts for machines 
SEE TINTS scat seanciadiad: ty Gamsnek tdieiiey Malliany Colamany 





soap builders 
ESCOLLOID* 
ESCOLIN* 
ESCOLITE* 
ESCOL 77* 
complete 
detergents 
SOL-ESCO* 
SUPER DESOIL* 


improve ORISUDZ* 


synthetic 
detergents 


LAUNTEX* 
your COLESCO* soap 
Sted* regenerator 
se rvice ESCOFOS* 
; bleach 
DRY CHLORESCO* 


blue 
ESCOMO BLUE* 


sours (R, NE & A) 


with the E ] N i S 


complete 





starches 
Cowles FLEXI-FINISH 


INSTANT FINISH 


line of aaa 


dust contro/ 
laundry oe 
KEX 501G 
detergent silicates 


products OnYMaT® 


DRYSEQ* 
DRYORTH* 
CRYSTAMET* 


*REGISTERED 


Cowles has a product for every washing operation — a full line of 


compatible washroom products specially formulated to work 
well together. We call it ‘‘matched detergency”’... you call it 


‘“customer satisfaction,’’ because Cowles products have a 
remarkable record of quality performance. 


Your Cowles Technical Man can help you build on past success. 
He has up-to-the-minute familiarity with Cowles research develop- 
ments to solve your toughest problems from START TO FINISH. 
Call your Cowles dealer today, and be sure to ask about the 
advantage of quantity pricing on truckload combinations. 


CHEMICAL COMPANY 
Cleveland 20, Ohio 

















